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NADA OK'S USED CAR PLAN 


Ernest Lied Heads NADA 


Sparks 


NADA Rises 
Vesper Steps Out. 
Lied Comes In 
What a Program 


> ser 


By 
Chris Sinsabaugh 


a. SPENDING three days 
with the directors of the Na- 
tional Automobile Dealers’ Assn. 
at New Orleans this week, I am 
convinced that NADA is a going 
concern, Like that gay old bird, 
the phoenix, the association has 
risen from the ashes and I think 
that full credit for the recovery 
should be given to the retiring 
president, Fred Vesper. When 
Vesper took over three years ago 
NADA wasn’t so much—it had a 
small membership and no one 
took it seriously. Today it has 
a membership of around 15,000, 
has a surplus of $109,203.50 in the 
treasury and has a definite, vig- 
orous program for ’36 that should 
make it even a greater factor in 
the industry than it has been 
even in the days of NRA, when 
the used car price book was a 
necessity that no dealer could get 
along without. 
+ * oe 


THIS MAN VESPER steps out 
at a time when he feels that his 
work can be carried on success- 
fully by others—he’s laid the 
groundwork and if the new ad- 
ministration follows the course 
he has charted it cannot help but 
land on top. The gallant old 
warrior is entitled to go into re- 
tirement, decked with orchids, 
roses and encomiums—he’s done 
his stuff. However, he isn’t go- 
ing to be allowed to escape so 
easily, for he’s been made an 
honorary member of the board, 
so the association will continue 
to get the advantage of his sage 
advice on how to steer the ship, 
in case it is needed. 


Vesper is off to a long South 
American cruise. He had planned 
to take it with his old friend, 
Gus Southworth, for years a 
Buick dealer in New York, but 
the sudden death of the latter 
on Tuesday of this week. What 
affect this will have on Vesper’s 
plans remains to be seen. 


* + * 


‘THE NEW administration is 
headed by a dealer who inspires 
confidence among his colleagues 
on the board. The masterful way 
in which he ran the operating 
committee won him the respect 
of the association when he made 
his report on Monday, and un- 
doubtedly it had a lot to do with 
winning him the presidency. 

Ernest Lied is a member of 
the firm of Greenleaf-Lied Co., 
of Omaha, handling Buick, Cadil- 
lac and Oldsmobile. The com- 
pany is a big operator and Lied 


(Continued on Page 30, Col. 5) 


Horner 
And S. H. Bowyer 


Vice-Presidents 


Stanley | 


By a Staff Correspondent 


NEW ORLEANS.—As a result 
of the annual meeting of the 
board of directors, held in this 
city the first three days of this 
week, the National Automobile 
Dealers’ Assn. has a new ad- 
ministration. Fred W. A. Vesper 
of St. Louis, who for the past 
three years has headed this or- 
ganization, refused to stand for 
another term as president, feeling 
that he had successfully led the 
association through its troublous 
years and put it on a substantial 
basis, Retiring with him, John 
O. Munn of Toledo, and secretary 
throughout the Vesper regime, 
turned in his resignation to re- 
turn to private life. 


Whereupon, the directors chose 
for their president Ernest M. 
Lied of Omaha, who handles 
Cadillac, Buick, LaSalle and Olds- 
mobile and had served as second 
vice-president of the association. 

Stanley H. Horner of Washing- 
ton, D. C., Buick dealer, was put 
in as first vice-president, suc- 
ceeding George G. McFarland of 
Pennsylvania, The second vice- 
president is S. H. Bowyer of 
Phoenix, Ariz., who represents 
Packard and Hudson in his home 
state. 

Louis M. Stewart, Chrysler- 
Plymouth distributor in St. Louis, 
succeeded himself as treasurer, 
while the Munn vacancy was 

(Continued on Page 10, Col. 1) 


Carleton Named 
APEM Head At 
Detroit Meeting 


DETROIT.— At the annual 
meeting of the Automotive Parts 
and Equipment, Inc., held here 
Jan. 17, new officers for the 
present year were named for the 
organization and divisions. The 
new board of directors for 1936 
will be as follows: 

Vincent Bendix, president of 
Bendix Aviation Corp., Chicago; 
Charles S. Davis, president of 
Borg-Warner Corp., Chicago; M. 
C. Dewitt, vice-president of 
Champion Spark Plug Co., 
Toledo, O.; Ben F. Hopkins, presi- 
dent of Cleveland Graphite 
Bronze Co., Cleveland; Lothair 
Teetor, vice-president Perfect 
Circle, Hagerstown, Ind.; Hugh 
H. C. Weed, vice-president, Carter 
Carburetor Co., St. Louis, Mo.; 
and C. E. Wilson, vice-president 
General Motors Corp., Detroit. 

Elected as directors of the 
various divisions were the follow- 
ing: C. C. Carlton, secretary Mo- 
tor Wheel Corp., Lansing, di- 

(Continued on Page 29, Col. 4) 
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STALWARTS OF NADA at the New Orleans meeting were, left 
to right: William L. Hughson, San Francisco, a former president; 
F. W. A. Vesper, St. Louis, retiring president; E. M. Lied, Omaha, 
new president, and Floris Nagelvoort, Seattle, Wash., past president. 


Ralph R. Teetor Chosen to 


Head SAE 


as Detroit 


Meeting Draws to Close 


DETROIT.—Fred M. Zeder, 
vice-chairman of Chrysler Corp., 
climaxed the week’s convention 
of the Society of Automotive En- 
gineers by declaring at the din- 
ner Thursday night that had the 
Administration called in the en- 
gineers of the country, many of 
the perplexing problems of the 
present day could have been 
solved at less expense and in a 
more satisfactory manner. Zeder 
was the main speaker of the din- 
ner and gave the delegates to 
the week’s convention a respite 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN today. 
1934 

Make Pos. 


1—781,253 Ford 519,434— 1 
2—605,527 Chev. 515,941— 2 
8—355,876 Plym. 293,023— 3 
4—164,277 Dodge 86,761— 4 
5—137,190 Olds 69,964— 6 
6—130,669 Pont. 70,921— 5 
7— 77,022 Buick 59,829— 7 
8— 68,290 Hud.* 57,575— 8 
9— 37,460 Chrys. 26,950—10 
10— 36,131 Stude. 39,761— 9 


“Includes Terrapiane. 
Total All Makes 
2,546,192 1,829,352 
See total registrations to 


date—pages 28 and 29, this 
issue. 











from the highly technical events 
of the many sessions devoted to 
chasing sines and cosines and 
establishing formulas in the ad- 
vancement of automotive engin- 
eering. 

The dinner, which was the larg- 
est ever held by the society, was 
attended not only by all of the 
visiting engineers but by heads 
of automobile plants, sales man- 
agers, lubrication men and parts 
and equipment manufacturers. It 
was a representative meeting of 
the automotive industry. Malcolm 
W. Bingay, editorial director of 
the Detroit Free Press, was toast- 
master. Zeder’s subject was the 
“Engineer’s Place in Industry” 
and while he pointed out the 
future as being one dependent 
upon engineering he found time 


(Continued on Page 3, Col. 1) 


Cook Will Head 
Michigan Dealers 


For Coming Year 


DETROIT. — Howard Cook, 
Lansing, Mich., was elected presi- 
dent of the Michigan Automotive 
Trade Assn. at a membership 
meeting held here Friday in the 
Hotel Statler. About 400 members 
from all parts of the state were 
present. 

George Taylor, Detroit, was 
named first vice-president; S. W. 
McMichael, Detroit, was re- 
elected secretary and Stark 
Hickey, Detroit, was named treas- 
urer. 


. PeT..3.MnrtdFr 4iMove Calls For 
20% Gross Profit 
To All Dealers 


Co-operation of Factories 
And Dealers Demanded 
For New Scheme 


By CHRIS SINSABAUGH 


Editor Automotive Daily News 

NEW ORLEANS.—Directors of 
the National Automobile Dealers’ 
Assn. at their annual meeting 
held in this city this week ap- 
proved a remarkable program 
prepared and presented for their 
consideration by Jack Frost, gen- 
eral manager, for the “establish- 
ment of gross profit in the used 
car department of automobile 
dealers.” The association’s new 
administration, elected at this 
meeting, will at once start vigor- 


Complete Text of NADA Program 
on Page 5 


ous action to put the so-called 
plan into execution. 

Briefly, the program calls for 
mutual co-operation of both car 
manufacturers and dealers and 
insists that dealers must show a 
gross profit of 20 per cent in the 
operation of their used car de- 
partments. To enforce this de- 
mand the NADA calls upon the 
factories to so write their dealer 
contracts that dealers failing to 
do so may be cancelled out by 
the manufacturer. This last is 
regarded as an ace in the hole 
that will make the program 
possible. 

Only through factory co-opera- 
tion of this sort can the plan be 
made practical and the NADA 
expects to get it. General Man- 
ager Frost has thoroughly can- 
vassed the situation and now 
that the NADA directors have 


(Continued on Page 2, Col. 1) 


Ramspeck Bill 
Proves Drastic 
In Provisions 


By WILLIAM ULLMAN 

WASHINGTON. — As the na- 
tional legislative mill began to 
grind in high gear this week 
there were several developments 
in various parts of the capital 
directly affecting automotive in- 
terests. 

On Capitol Hill Rep. Robert 
Ramspeck, Democrat, Georgia, 
made good his threat to introduce 
a bill designed to stop the manu- 
facture of motor vehicles capable 
of making more than 60 miles an 
hour. Text of the measure dis- 
closed that it is even more drastic 
than its heralding ballyhoo indi- 
cated, It would not only prohibit 
the transportation of more-than- 
60-miles-an-hour automobiles in 
interstate commerce but would 
also bar their operation on inter- 
state highways. It would also 
limit the manufacture of buses 

(Continued on Page 23, Col. 1) 
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NADA Approves Plan to Establish Used Car Profi it 


From Factories and Dealers 


(Continued from Page 1) 


Move Demands ds Co-operation 


approved the plan he expects to 
get commitments of support from 
the factories Already he has re- 
ceived a telegraphed -assurance 
from Richard H. Grant, vice- 
president in charge of sales of 
Genera] Motors, that “we agree 
with the general principle that 
used car losses should be elimi- 
nated by means of suitable al- 
lowances on used cars... . There- 
fore, your proposed course is con- 
sistent with our aims.” 


In substance, the proposal pro- 
vides for the establishment of a 
gross profit in the used car de- 
partment of the dealer’s business. 
Frost told his directors he has 
been assured there are no legal 
obstacles preventing either the 
dealers from so operating or the 
respective factories from cancel- 


ing the contracts of the dealers | 


who fail to so operate; that this 
department of the business, which 
he called the rat-hole into which 
the meagre profits earned from 
other departments of the business 
disappear, can be made self- 
supporting. 


Effective Weapon 


Frost stated there is nothing | 


to prevent any factory from 
adopting the factory policy re- 
quirement of refusing to sell to 
any dealer who does not earn 
a stipulated minimum gross 
profit in the used car department. 
The factories maintain the new 
ear delivered price by that 


method, and, he said, “woe betide | 
the dealer who attempts to go} 


contrary to the factory policy in 
this respect.” While the dealer 
has a perfect legal right, he said, 
to sell 


celing any dealer who does not 


maintain the suggested delivered | 


price is an effective weapon in 
combatting such tendencies. 


which differs from others sub- 
mitted in the past is that it 
keeps entirely away from any 


attempt to establish a maximum | 


allowance on used cars. Instead, 


the problem is dealt with in such | 


a way that the dealer is given a 
free hand in the matter of indi- | 


vidual allowances on used cars| policy or policies, other than that 
The only recom-| concerning the submission of the 
| reports required. 


taken in trade. 
mendation is that over a given 
period of time his operations 
must show the established mini- 
mum gross profit on the used car 
department operations. 


Three suggested courses to be 


followed in making the proposal | 


effective were recommended by 
Frost. The first step concerns 
the acts of the independent auto- 
mobile retail dealer alone. 
success of this plan to provide 
gross profit in the used car de- 
partment, stated Frost, is de- 
pendent first upon the willingness 
of the dealer body to recognize 
the basic principles of sound 
business, namely, the insistence 
upon a gross profit. Gross profit, 
he said, is predetermined in 
every department of the automo- 
bile dealer’s business except the 
used car department. Until deal- 
ers recognize and each volun- 
tarily follow the principle that 
this department, too, must earn 
its fair margin of gross, there 
can be no assurance of profitable 
operation. 


To Provide Forms 


Under the proposal, the dealers 
will be permitted to obligate 
themselves under a lawful agree- 
ment requiring them individually 
to furnish to a central agency for 
dissemination among themselves 
information bearing upon or con- 
cerning the operation of their 
used car departments, so that the 
dealers may make use of such 
information in the management 
and control of the _ individual 
businesses as they, in their own 


| himself under the agreement to 





his merchandise at any | 
price he sees fit, or even give it | 
away, the factory policy of can- | 


| would be 
One feature of the proposal | 


The | 


judgment and discretion, shall | 
deem best. | 

Such information should be 
furnished at regular intervals 
upon forms provided for that | 
purpose. 

Under the agreement, the dealer 
should specifically obligate him- | 
self for a definite period of time | 
to furnish the required reports. | 
Each dealer should also agree to 
give free access to his books of | 
account and all records to any | 
authorized representative of a 
designated central agency and to 
permit such examinations as may 
be requested from time to time 
by a properly authorized repre- | 
sentative of the central agency. | 
Each dealer should also obligate 


pay a stipulated sum in the event 
of his failure to furnish the above 
mentioned reports and to pay the 
costs of any special audits. 


Set Up Central Agency 


Under the proposal, it is sug- 
gested that a central agency, to 
be known as the Motor Vehicle | 
Dealers’ Used Car Auditing Board, 
would be established. The board | 
would consist of nine trustees 
who would be men of outstand- 
ing ability and integrity and who 
would command the confidence of | 
the entire body of dealers. Mem- 
bers of the board would be desig- 
nated in the first instance by the 
board of directors of the National 
Automobile Dealers’ Assn. } 

The functions of the board | 
would be to receive the reporting | 
forms of the various automobile 
dealers, analyze and compile the | 
information and to make public | 
a monthly report clearly showing | 
the degree of gross profit actually 
effective in the used car depart- 
ments of dealers by groups, by 
makes, etc. 

Another function of the board 
to send authorized 
representatives into each dealer’s 
place of business to audit the 
dealer’s records for purposes of | 
education and adjustment of the 
findings of the central agency. 
| This board would not have any 
power or authority to, directly or 
indirectly, compel any dealer or 
dealers to adopt or carry out any | 








Financing of the agency would 
be done by dealers’ agreement to 
direct his factory to add a stipu- 
|lated sum to each billing of a! 


| manager; 


| factories 


| that 


—ADN Photo 


TWENTY PER CENT GROSS profit on used cars is the goal of 


a plan being discussed here by, left to right: 
staff executive, 


Louis Franks, 


Jack Frost, general 
and R. H. McRoberts, 


attorney, all of the NADA St. Louis headquarters while attending the 


| New Orleans meeting this week. 


| 
new car and to remit such sums 


from time to time to the central 
agency. 


Suggestions to be made to thé, 
presented. | 


were also 
Frost stated that these recom- 
mendations, in his opinion and 
that of competent legal counsel, 


if adopted by any one or more of | 
| gross profit in the dealer’s used 


the factories, will permit them in 
a lawful and proper manner to 
protect and promote their own 
interests by aiding their dealers 
to keep themselves solvent. 

The suggestions for the fac- 
tories are that each automobile 


manufacturer, acting for himself | 


and not in pursuance to any 
agreement or understanding with 
the other factories, or with his 
dealers, or all dealers as a body, 
legally can and should notify all 
of its dealers, distributors and 
factory representatives, that its 
future used car policy will be 
substantially as follows: 


Stop Overallowance 


First, that its dealers should 
discontinue the practice of over- 


| allowance on used automobiles. 


Second, that the factory desires 


that its dealers handle the taking | 


in trade and selling of used cars 


so as to make a gross profit of | 


not less than 20 per cent in the 
used car department. 
Third, that the factory believes 


consists of (a) the amount of the 
allowance, (b) complete costs of 
reconditioning and repair, and 





in computing such gross | 
profit, the cost of the used car| 





(c) all costs of handling and sell- 
ing directly chargeable to the cost 
of the traded car under good ac- 
counting practice. 

Fourth, that the manufacturer 
is not concerned with the indi- 
vidual car transaction, but rather 


| with the average of the transac- 


tions which should produce a 


car department, and that such 
gross profit should be computed 
on the total of each month’s sales 
of used cars. 


Should Report 
Fifth, that the factory believes 
that its dealers should report de- 


tailed information regarding his | 


operations to the factory. 

Finally that the factory an- 
nounces to its present and pros- 
pective dealers that it will regard 


any dealer, who cannot or does | 
| not conduct his operations in ac- 


cordance with the foregoing 
policy as expressed by the factory, 
as undesirable representation for 
the company, and will, at its dis- 
cretion, exercise its legal right to 
cancel his contract or refuse to 
sell its products to such dealer or 
dealers. 

Frost pointed out that under 


the proposed method any factory | 


could in adopting and announc- 
ing such a policy, provide for it 
to go into effect immediately, or 
provide for a period of time in 
which its dealers could adjust 
their operations. Similarly, any 
factory in adopting such a policy 
would, of course, have the legal 
right to abandon such policy or 


AGAINST A BACKGROUND OF PALMS; how we envy this group from NADA basking in the 


New Orleans sun. 


L. M. Stewart, M. E. Peters, all of St. Louis. Back row, left to right are: 


They are left to right, front row: Herman Wangelin, Belleville, 11; John O. Munn, 


D. E. Williams and Mrs. 


Williams, Kansas City; Jack Frost, Mrs. Wilson Condict, Wilson Condict; Mrs. L. M. Stewart and 


Walter Blanchard, all 


of St. Louis. 


| salers’ Assn. 


MEMA Relations 
Committee Led 


By G. H. Niekamp 


CHICAGO.—W. F. Wilkerson, 
newly elected president of the 
Motor and Equipment Wholesal- 
ers’ Assn., has announced the 
make-up of the MEWA manu- 
facturers’ relations committee. 


Named as chairman of the 
group is George H. Niekamp, 
Beck & Corbitt Co., St. Louis. 
He succeeds George P. Hender- 
son, Auto Gear & Parts Co., Phil- 
adelphia, who headed the com- 
| mittee for the past three years. 

Serving with Niekamp on the 
committee for the coming year 
are: G. E, Johnson, Auto Spring 
& Bearing Co., Roanoke, Va.; A. 
W. Kleinschmidt, Automobile 
Equipment Co., Detroit; H. J. 
Dinkmeyer, Chicago Auto Parts, 
Inc., Chicago; F. W. Ehrlich, 
Automotive Equipment Co., New- 
ark, N. J., and W. E. Wissler, 
Herring-Wissler Co., Des Moines, 
Ta. 

In his report on activities of 
the manufacturers relations com- 
mittee last year, Henderson stated 
that it “was not a strong-arm 
body in any sense but rather a 
central point of contact for 
greater understanding and co- 
operative accomplishment be- 
tween the manufacturers who are 
dedicated to the principle of 
wholesale distribution, and the 
wholesalers who are alert to both 
the opportunity and responsibil- 
ity associated with this distribu- 
tion.” 

Motor and Equipment Whole- 
headquarters re- 
ferred to 1935 as the committee’s 
“most active and most productive 
year.” 





refuse to enforce the same any 
time they see fit. However, 
Frost said, “it is my belief that 
the factories generally realize that 
it is to their advantage to have 
solvent dealers and to avoid the 
necessity of continually seeking 
new dealers because of a lack of 
gross profit in the used car de- 
| partment, and consequently while 
factories may have the legal 
right to abandon such a policy 
nevertheless, once they have 
adopted such a policy they will 
continue the same in effect be- 
cause it is to their ultimate ad- 
vantage to do so.” 


Educational Step 


The third step, as outlined by 
Frost, is of an educational na- 
ture, and is designed to develop 
a greater degree of efficiency in 
selling and improving the busi- 
ness standards of those engaged 
in the distributive end of the 
automobile business. This phase, 
Frost said, would be undertaken 
by the national association in 
conjunction with the state and 
local association groups. It in- 
volves the establishment of school 
courses and the training of sales- 
men so that they shall meet cer- 
tain definite standards in order 
to engage in the business of sell- 
ing automobiles. This would be 
the dealers’ contribution to the 
program. 

Other methods and steps to be 
taken in making the program ef- 
fective consists of the use of the 
Federal Trade Commission in any 
manner which is practical and of» 
help to the trade. Exploration in 
this field is now under way. The 
appointment of an _ impartial 
board of distinguished economists 
to make an analysis and study of 
conditions prevailing in the auto- 
mobile industry is another lever 
it is proposed to use in order to 
gain the objectives sought. 

“The need for immediate action 
is apparent,” Frost concluded, 
“when it is appreciated that used 
car losses during the year 1935 
alone total the immense sum of 
$150,000,000. No trade can hope 
to survive without correction of 
this condition.” 
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SAE Installs Teetor as President for 1936. at Deron 


Banqueteers 


s Lampoon 


Policies of New Deal|@ 


(Continued from Page 1) 


to depart from his subject to the 
extent of extolling Ford, Sloan, 
Nash, Macauley, Chrysler, Chapin 
and others in the automobile in- 
dustry as taking the lead in fur- 
nishing employment and leading 
the country out of the depression. 


R. R. Teetor, the newly elected 
head of the SAE, outlined the 
program of the society for 1936, 
including in his talk the fact 
that encouragement will be given 
the young and often isolated en- 
gineer an opportunity to ad- 
vance in the organization so as 
to follow in the footsteps of those 
now doing the advance work in 
research and guiding the activi- 
ties of the organization. 

At the election of officers, 
Tuesday, Ralph R. Teetor, of the 
Perfect Circle Co., Hagerstown, 
Ind., was named to head the SAE 
for the present year. His elec- 
tion, in spite of the fact that he 
has been blind for years, was 
unanimous, David Beecroft, of 
Bendix Aviation, will again serve 
as treasurer. The following offi- 
cers and councillors were also 
elected: 

Councilors elected for the 1936- 
37 term are Joseph A. Anglada, 
president, Anglada Motor Corp., 
New York; Louis Schwitzer, pres- 
ident, Schwitzer-Cummins Co., 
Indianapolis, and Alex Taub, of 
Detroit, development engineer, 
Chevrolet Motor Co. 

Members of the 1936 Council 
will also include: F. C. Horner, 
assistant to vice-president, ‘Gen- 
eral Motors Corp.; H. T. Wool- 
son, chief engineer, Chrysler 
Corp., and Austin M. Wolf, con- 
sulting engineer, New York; who 
were elected at the beginning of 
1935 for a two-year term. D. G. 
Roos, chief engineer, Studebaker 
Corp., South Bend, Ind., and Wil- 
liam B. Stout, president, Stout 


BILL STOUT, last year’s SAE 
president goes back to his bolts 
and Scarabs. 


Engineering Laboratories, Inc., 
Dearborn, also will serve on the 
Council as past presidents of the 
Society. 
New Vice-Presidents 

Vice-presidents (who are also 
Council members) are: Aircraft 
Activity, Mac Short, vice-presi- 
dent and chief engineer, Stear- 
man Aircraft Co., Wichita, Kan.; 
Aircraft Engine Activity, Opie 
Chenoweth, research engineer, 
United States Army Air Corps, 
Wright Field, Dayton, O. Diesel 
Engine Activity, Fred M. Young, 
president and general manager, 
Young Radiator Co., Racine,’ Wis.; 
Fuels and Lubricants Activity, 
T. B. Rendel, in charge of auto- 
motive research laboratory, Shell 
Petroleum Corp., Wood River, Ill. 

Passenger Car Activity, Earl H. 
Smith, development engineer, 
Packard Motor Car Co., Detroit; 
Passenger Car Body Activity, 
Ronald J. Waterbury, body en- 


gineer, Chevrolet Motor Co., Flint. 
Production Activity, Karl L. 
Herrmann, vice-president, Ban- 
tam Ball Bearing Co., South Bend; 
Transportation and Maintenance 
Activity, Harley W. Drake, serv- 
ice engineer, A. F. Blangy Motor 
Co., Seattle. 

Truck, Bus and Railcar Activity, 
Adolph Gelpke, assistant chief 
engineer, Autocar Co., Ardmore, 
Pa., and Tractor and Industrial 
Power Equipment Activity, Albert 
W. Lavers, chief engineer, trac- 
tors and engines, Minneapolis 
Moline Power Implement Co., 
Minneapolis. 

The Monday program was de- 
voted to Transportation and 
Maintenance, Truck, Bus and 
Railear and the Junior Stu- 
dent session, the latter session 
being a Story of Ethyl Gasoline 
by F. R. Speed, of the Ethyl 


RALPH R. TEETOR, new 
SAE president takes over where 
Mr. Stout left off. 


Gasoline Corp., and the future 
view of the industry by O. T. 
Kreuser of the Museum of Science 
and Industry. In the morning 
F. L. Faulkner of Armour & Co. 
gave his views on automotive 
woes in lubrication, pointing out 
that much more thought has to 
be given to accessibility of parts 
and places needing lubrication. 
Engineers were shown the car 
loading side of the picture by T. 
J. Little of the Evans Products 
Co., and shown how automobiles 
are loaded into freight cars for 
shipment and the economies ef- 
fected in time and money by 
using scientific loading equipment. 
Riding Qualities 

Tuesday afternoon sessions de- 
voted to car suspensions and air 
springs, subjects covered in de- 
tail by R. W. Griswold of Pack- 
ard and R. W. Brown of Fire- 
stone Tire & Rubber Co., held 
overflow sessions because of the 
interest in easier riding and 
spring actions in present cars. 
Tuesday night’s meeting, devoted 
to the election of officers and 
nominating of members-at-large, 
also witnessed the presentation 
of a life membership to Past- 
president H. C. Dickinson. Amos 
Northup, of Murray Body, and 
W. B. Stout of the Stout Engi- 
neering Laboratories, talked on 
the car of the future without 
advancing . spectacular develop- 
ments and confining themselves 
to refinements. A. M. Wolf and 
Herbert Chase also gave the au- 
dience a glimpse into the future. 

Wednesday’s session was highly 
technical, broken up however by 
several interesting talks on pody 
design and the use of newer ma- 
terials in body construction. 
Custom body construction came 
in for a session but the greatest 
interest was displayed in the talk 


the Place of Die Castings in Au- 
tomotive Design calling attention 
to new and better designs for 


A. vanDerZee (left), Dodge sales manager is relating to two of his 
boys, the one in the center being W. T. Murphy, Dodge regional man- 
ager at Boston, the one on the right, K. A. Ridenour, manager of the 


Cincinnati region. 


The picture was snapped during a pause in the 


two-day Dodge field meeting held at the Statler of Detroit. 


radiator grilles and other attach- 
ments for motor cars. 

Thursday was given over largely 
to engines, fuel consumption, lu- 
bricant and aircraft problems and 
the day concluded with the an- 
nual dinner and the awarding 
of the Daniel Guggenheim Medal 
to Dr. W. F. Durand; the award- 
ing of the Bendix Trophies’ to 
Ben O. Howard, Col. Roscoe 
Turner and Russell Thaw for 
their performances at the fall 
aviation contests in Cleveland, 
and the Manly Medal to Guy E. 
Beardsley. 

Friday’s program was devoted 
mainly to aircraft engines with 
the closing sessions devoted to 
production problems. 

Safety Leads 

Traffic safety engineering drew 
perhaps the largest crowd of the 
week when H. G. Weaver, of Gen- 
eral Motors Corp., held the atten- 
tion of the audience with his re- 
marks on the customer’s view- 
point of the automobile, their 
preferences and what the public 
will ultimately demand in cars. 
He was followed by Dr. Miller 
McClintock, director of the 
Bureau for Street Safety Re- 
search of Harvard University. 

Dr. McClintock outlined his 
plans for handling the four types 
of highways for safety driving, 
stressing the need of highways 
which will accommodate speed 
driving and the trend for high- 
way construction for the future. 
He discredited the proposals for 
limiting automobile speed through 
governors or other devices and in- 
formed his audience that such 
proposals would militate against 
further progress in car develop- 
ment. 

In expressing his views on 
safety driving, he said that the 


individual driver, through educa- 
tion, had it within his power to 
reduce accidents and prophesied 
that drivers of the future would 
be better drivers because of the 
courses in safety driving now 
being carried on in the high 
schools of several states. He 
advocated the same courses in all 
the schools of the country. 

He cited the nation’s truck 
drivers as being the best and most 
gentlemanly drivers on the road 
due to the criticism which Yor 
years was heaped upon them. 
Concerns employing truck drivers, 
in order to escape criticism, have 
made it mandatory for the driver 
to handle his truck safely even 
to the extent of awarding the 
drivers prizes and cash awards 
for absence of complaints and the 
minimum number of accidents, 
he said. 

In all 41 separate sessions were 
held during the week being the 
largest program the society has 
ever scheduled. The parts and 
equipment show open all week 
was an increase of over 25 per 
cent in the number of exhibitors. 
It was handled by Fay L. 
Faurotte who predicted an even 
larger number of exhibits already 
scheduled for next year’s meeting. 


Urges Road Program 


CHICAGO.—An extensive road im- 
provement program to include major 
highways is an immediate need of 
motorists, according to Charles M. 
Hayes, president of the Chicago 
Motor Club. 

“Having driven over most of the 
country’s best roads,” Hayes said, 
“I am convinced that they can be 
made a good deal safer. 

“Lane widths, for example, are 
still often inadequate. A _ 10-foot 
lane should be the narrowest.” 


HUNT $10,000 NEEDLES in entry stack—Northwestern University 
of J. C. Fox, of the Doehler Die} co-eds sift through thousands of suggestions received by Nash Motors 
Casting Co. whose subject WAS! Co. for the best name for the newly designed, sealed motor featured 


in the 
determined early in February. 


“400” series. The winners of the $10,000 contest are to be 








Premier Honor 
Paid Kettering 
In 1936 Award 


DETROIT.—To Charles Frank- 
lin Kettering, vice-president in 
charge of research of General 
Motors Corp., goes the Washing- 
ton Award for 1936. The selection 
has been announced by Frank D. 
Chase, of Chicago, chairman of 
the Washington Award Commis- 
sion, 

The award is given annually— 
when deserving candidates are 
found—by the commission as “an 
honor conferred 
upon a brother 
engineer by his 
fellow engineers 
on account of 
accomplish- 
ments which 
pre-eminently 
promote the 
happiness, 
comfort and 
wellbeing of hu- b 
manity.” 

“Mr. Ketter- 0) 
ing,” said Chase, “receives the 
award as an outstanding engi- 
neer who has rendered pre-emi- 
nent services in promoting the 
public welfare through his out- 
standing contributions to the 
increase of personal mobility and 
his driving force for the cause 
of research as an instrument to 
increase the welfare and happi- 
ness of all mankind.” 

The presentation will be at a 
dinner in Chicago Feb. 27. 


Hudson Sales 
Gain 30 Per Cent 
For December 


DETROIT.—Retail sales of 
Hudson and Terraplane cars in 
the United States during De- 
cember totaled 8,879 cars, ac- 
cording to Wm. R. Tracy, vice- 
president in charge of sales. This 
represents a gain of 39 per cent, 
as compared with the preceding 
month and a gain of 211 per cent 
as compared with the same month 
of the preceding year. 

The December sales of 8,879 
cars bring the total of retail 
sales in the United States for 
the full year 1935 to a figure of 
78,745, a gain of 26 per cent over 
the 1934 total, and 96 per cent 
over the 1933 total. United States 
retail sales in 1935 were greater 
than for any year since 1930. 


Chevrolet Sales 
Continue Record 
Pace in January 


DETROIT.—Chevrolet retail 
sales in the first 10 days of Janu- 
ary virtually paralleled those for 
the same period last month, and 
established an all-time record for 
the period in question, it is an- 
nounced. New car and truck 
sales reported by Chevrolet deal- 
ers totaled 23,966, and used car 
sales 34,370. 

The new unit sales figure rep- 
resents a 215 per cent increase 
over the corresponding figure for 
1935, and the used car figure is 
75 per cent above that for the 
same period last year. 

Production for the month is 
set at 110,000 units, Holler added. 


DETROIT. — Chevrolet’s 6,000,- 
000th six was built at the Flint 
plant Jan. 16. The company in- 
troduced the six-cylinder engine 
into the low-price field with its 
1929 models and built 1,328,605 
units in that year. The second 
1,000,000-car year was 1935, with 
a total of 1,066,196. Since its in- 
ception, in 1912, Chevrolet has 
built over 11,000,000 cars, more 
than half of them being six- 
cylinder models. 
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Bealers Predict Good Sales Despite AAA Death 


Optimism Rules as Reports 
Come in From Over Nation 


DETROIT.—Despite a divided opinion among dealers as 
to the effect of the death of the AAA, the general feeling, 
as told the Inquiring Reporter, is that there will be no 
appreciative or lasting let-down in sales. The question this 
week was “What Effect, If Any, Will the Demise of the 


AAA Have on Sales? 


What Is the Outlook for Spring 


Business ?’’ Although a few dealers see a decrease in sales, 


the majority look for no great difference. 
ranged from® 


those who see) 

a drop in sales | 

to some rd 
see an in- 

crease. The| 

general tenor, 

however, seems 

to be that} 

there is noth- | 

ing to worry} 

about ahead} 

of them. 

F. A. Roehl, ; 

Roehl Nash 

Co., Lincoln, 

Neb.: ‘‘De-| 

mise of AAA 

nothing to get exited over. Car 

sales for next 30 to 60 days prob- 

ably will be curtailed. After that 

sales will be better than ever in 

my opinion and before year is out 

we will be glad AAA was killed. 

Farm program will be devised on 

more solid basis. Have handled 

Nash line since 1918 and am more 

optimistic now than any year be- 

fore. Sales will be good after 





Mar. 1 if there is plenty moisture 
and crop conditions are as good 
as now. January, February are 
the only months hurt by Supreme | 
Court decision, bad months any- | 
way.” 

& * * 

Ed O’Shea, O’Shea-Rogers Mo- 
tor Co., Ford and Lincoln, Lin- 
coln, Neb.: “AAA death caused 
considerable let-down in car sales. 
Sold many cars on basis of bene- 
fit payment to farmers and had a 
number of deals pending which | 
have been called off since Supreme 
Court decision. The decision set | 
back car sales at least three 
months. Nebraska’s only indus- 
try is agriculture and we must 
have some farm program similar 
to the AAA if car sales are to 
continue to increase. Prospects 
will brighten considerably if 
farmers are convinced they will 
get additional payments contract- | 
ed for and Congress works out 
feasible farm legislation. Spring} 
sales outlook was very bright be- 
fore AAA death. Still good but 
will depend largely upon Congress 
and crop conditions which are 
now good.” 

* . 7 

Al Du Teau, Du Teau Chevrolet 
Co., Lincoln, Neb.: “Reaction to 
Supreme Court decision has made 





| field which depends 


| good. 


Opinions 





a marked difference in car sales. 
Farmers depended on $12,000,000 
yet unpaid under AAA contracts. 
| Landlords depend on cash farm 
rentals and business in general 


| payments. I am not so pessimistic 
personally, however, doing away 
with triple A is certain to re- 
duce car sales temporarily but 
am confident Washington will do 
something and a permanent farm 
program will be set up. Crop 
outlook will influence spring sales 


| but look for better business than 


last year anyway you put it. Pres- 

ent indications are early spring 

sales good. Late spring sales de- 

pend on weather conditions. Busi- 

ness outlook for year hopeful.” 
* * * 


Fred S. Sidles, Sidles Motor Co., 
Buick, Pontiac, Cadillac, LaSalle, 
GMC trucks, Lincoln, Neb.: 
“Don’t believe knocking out AAA 
will affect our sales appreciably. 
Dealers in lower price field may 
suffer temporarily but our price 
largely on 
city trade not hurt. Crop pros- 
pects very good and our spring 
business should be exceptionally 
Confident farm situation 
will be adjusted satisfactorily in 
near future. AAA was. all right 
as an emergency measure but 
not conducive to best business as 
a permanent feature.” 

* +. Of 


Ben Griffin, Ford dealer, Dallas, 
Tex.: “We expect sales of auto- 
mobiles to farmers to increase 
as a result of the Supreme Court 
knocking out AAA for simple rea- 
son that comparatively few farm- 
ers benefited under the plan. 
Special groups and group leaders 
profited by it. Now farmers may 
use idle lands to produce more 
crops, make more money and buy 
more automobiles or anything 
else they want. We sell many 
farmers and we know what the 
situation is in this section. Out- 
look for spring business was never 
better.” 

* * * 

J. A. Scampbell, sales manager 
McColister Chevrolet Co., Dallas, 
Tex.: “Killing AAA may curtail 
farmer buying of automobiles for 
the immediate future but in the 
long run the court action prob- 


TAKING THE AIR over WWL in New Orleans, officers of the 


NADA told listeners what it was all about, 


They are, left to right: 


L. M. Stewart, St. Louis, new secretary; Henry Dupre, WWL; Jack 
Frost, general manager; NADA, and F. W. A. Vesper, retiring presi- 
dent, National Automobile Dealers Assn. 


OFF THE TRAIN with bag and baggage come, left to right: 


L. 


M, Stewart, Chrysler distributor, St. Louis, now secretary of NADA; 
M. E, Peters, executive NADA; Jack Frost, general manager, NADA; 
F. W. A. Vesper, retiring president, NADA; Herman Wangelin, Belle- 
ville, Ill., and John O. Munn, retiring secretary. 


ably will stimulate the trade with 
agriculturalists. Farmers do not 
know right now what 
will do in the matter of ‘aid’ and 
business with them may be slow 
for the time. After that they will 
plan their planting, harvesting, 
marketing and buying. Most of 
them should have more money 
under their own plans than under 
Federal supervision. And that 
means they will be able to buy 
automobiles. Outlook for spring 
trade best in several years in this 
section.” 
* cf * 


X. R. Gill, Studebaker, Dallas, 


Farm Editor Sees 
Buying Power Up 

DETROIT. —The pal 
statement was telegraphed 
by C. V. Gregory, editor of 
the Prairie Farmer and 
president of the Midwest 
Farm Paper Unit: 

“The immediate effect .of 
the supreme court decision 
on AAA will be to increase 
rather then to decrease 
farm buying power as up- 
ward trend of markets al- 
ready indicates. With most 
farm products on scarcity 
basis, elimination of proces- 
sing tax will result in higher 
prices to producer rather 
than lower prices to con- 
sumer. Adverse effect will 
not come until unregulated 
production results in ac- 
cumulation of new surpluses. 
That maybe next fall in 
case of corn and spring 
wheat, considerably later in 
case of livestock. In the 
meantime there is every 
reason to believe that some 
workable substitute plan 
will be devised and enacted 
by congress. Farm leaders 
from all over country are 
meeting in Washington Fri- 
day and Saturday to work 
on such a plan.” 








Tex.: “Knocking Triple A _ into 
cocked hat probably will stagnate 
business so far as farmers go for 
a time, but it may not affect 
sales as adversely as some think. 
This year’s contracts probably 
will be carried out and by fall the 
farmers in this section will set- 
tle their own problems, if the 
Government does not act, and 
business will get on an even keel. 
Prospects for spring trade bright 
bowever, most dealers have heavy 
stocks of late model used cars 
taken at high prices they will 
have to take loss on to dispose of 
them under recent reduction in 
monthly installments and finance 
rate by finance companies.” 


* *” * 


E. Gordon Perry, Plymouth, La- 
Fayette, Nash dealer, Dallas, 
Tex.: “Automobile sales to farmers 
in this section will not be ma- 
terially affected by killing of AAA. 
Indications are present contracts 
will be matured and by that time 
farmers will work out their own 
problems. There doesn’t appear 
to be any change in farmer buy- 


Congress | rural 


ing since court announced deci- 
sion. I do not expect sales in 
district to slacken much. 
Outlook for spring business is 
very bright.” 

* * * 

H. D. Fisher, sales manager, 
O’Donnell Motor Co., Hudson- 
Terraplane, Minneapolis, Minn.: 
“Outlook for spring sales is very 
good. Some sort of workable 
farm program as a substitute for 
AAA will be needed to keep the 
farmer on the good prospect list.” 

od * ok 

S. J. Gunderson, wholesale man- 
ager, Northwest Nash Co., Nash 
distributors, Minneapolis, Minn.: 
“We expect a big increase in 
spring sales. I do not care to 
comment on whether any change 
in car buying by farmers can be 
expected as result of AAA death.” 

od * * 

E. Kazen, sales manager, Sub- 
urban Chevrolet Co., Hopkins, 
Minneapolis suburb: “Outlook for 
spring sales are very very good. 
Some _ substitute for AAA is 
needed to keep up car sales in 
farming communities.” 

+ * - 


C. O. Persian, sales manager, 
Hayden Motor Co., Ford dealers, 
Minneapolis, Minn.: “Situation is 
better than a year ago. Trouble 
is used cars are still too high. 
We are not after quantity sales 
this year, but great profit on each 
new car sale. I wouldn’t care to 
comment on the outlook on sales 
to farmers.” 


Buick Deliveries Gain 
Greatly in 4th Quarter 


FLINT.—More new cars were 
delivered in the Detroit zone of 
the Buick Motor Co. during the 
last four months of 1935 than 
were delivered in the first eight 
months of the year, according to 
R. M. McCormick, zone manager. 

Buick dealers in the territory 
which includes Southern Michi- 
gan and counties in Northern 
Ohio and Indiana, sold 2,335 new 
cars at retail from Sept. 1 to 
Dec, 31, as compared with 1,838 
in the first eight months of 1935. 


| Production On 


New Cord Cars 
To Start Jan. 27 


AUBURN, Ind. — Production of 
new Cord Front Drive cars will 
get under way on the week of 
Jan. 27, Roy H. Faulkner, presi- 
dent has announced. 

The body assembly lines have 
been in operation for more than a 
week, Faulkner stated, and deliv- 
ery of complete materials have 
now been made. Production sche- 
dules call for 1,000 Cords in Feb- 
ruary with increased production 
in March. 


Pontiac Makes 
Several Central 


Office Changes 


PONTIAC.—Three appointments 
in the central office personnel of 
Pontiac Motor Co. have been an- 


nounced. 
— 
f oe 


p= 
. H. Fenn W. L Gibson 

H. Fenn 
h a s been 
named manager 
of sales pro- 
motion and 
group selling; 
W. I. Gibson, 
assistant to both 
the general 
manager and 
the general sales 
manager and 
E. R. Pettingill, 
car distributor. 

Fenn’s princi- 
pal aides will be H. T. Worden, 
assistant manager of group sell- 
ing and Miles Lilly, assistant 
sales promotion manager. 

J. S. Evenson, former sales 
promotion manager, has been ap- 
pointed assistant zone manager at 
Kansas City, and G. D. Sills, 
former assistant sales promotion 
manager, has been transferred to 
the Atlanta zone. 


E. R. Pettingill 


Simplex Moves 

CLEVELAND. Occupation of 
their new factory recently purchased 
here is announced by Simplex Prod- 
ucts Corp., manufacturers of Sim- 
plex piston rings and brake lining. 
Entire office and plant facilities 
were moved into the new quarters 
Jan. 1. One of the most modern 
plants in the city, the new Simplex 
factory provides improved facilities 
and increased efficiency in manu- 
facturing. 


WELCOME TO NEW ORLEANS was extended to F. W. A. 
Vesper, as the NADA contingent arrived, by Wiley L. Mossy, head 
of the New Orleans dealers association. 
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NADA Submits Plan For Control of Used me 


Urges Cancellation 


For Non-Compliance 





We recommend that each au- 
tomobile manufacturer, acting 
for himself and not in pursuance 
to any agreement or understand- 
ing with the other factories, or 
with his dealers, or all dealers as 
a body, legally can and should 
notify all of its dealers, distribu- 
tors and factory representatives 
that its future used car policy 
will be substantially as follows: 

Pere Ce Cis. b5,ches 3.0 ) Co. 
believes that its dealers should 
discontinue the practice of over- 
allowance on used automobiles. 

mt eee Oe Cs is cbc ea ce ee ) Co. 
desires to have its dealers handle 
the taking in trade and selling of 


10 per cent, an additional 30 
days in which to show a gross 
profit of 15 per cent and a final 
30 days in which to show a gross 
profit of 20 per cent. 


Can Abandon Policy 


When any one or number of 
factories shall adopt and an- 
nounce to its dealers a policy as 
above outlined, such factory or 
factories will, of course, have the 
legal right to abandon such policy 
or refuse to enforce the same at 
any time they see fit. However, 
we believe that the factories genr 
erally realize that it is to their 
advantage to have solvent deal- 
ers and to avoid the necessity of 








—ADN Photo 


MOTIONS CARRIED. We don’t know what the proposition was 
but Herman Wangelin, secretary, Belleville, Ill., and John O. Munn, 


retiring secretary of NADA, seems agreed that it’s oke. 


Picture was 


snapped at the New Orleans meeting this week. 


used cars so as to make a gross 
profit of not less than 20 per cent 
in the used car department. 

a ee GOO Co cies 's-s.0.69'00 ) Co. 
believes that in computing such 
gross profit the cost of the used 
car consists of: 


(a) The amount of allowance; 

(b) Complete costs of recondi- 
tioning and repair; 

(ec) All costs of handling and 


selling directly chargeable 
to the cost of the traded 
car under good accounting 
practice. 

Computed on Sales 

4. The company is not, in the 
main, concerned with the indi- 
vidual car transaction but rather 
with the average of the transac- 
tions which should produce a 
gross profit in the dealer’s used 
car department. Accordingly, the 
company believes that such gross 
profit should be computed on the 
total of each month’s sales of 
used cars and that the aggregate 
allowance cost on all used cars 
sold each month should be not 
less than 20 per cent below the 
aggregate sales price of such used 
cars. 

ER Eee ee ) Co. 
believes that each of its dealers 
should report accurately and com- 
YON CeO, (oo ce diies ) Co. 
on such forms as may be provided 
by the company. 

ee ON ee ) Co. 
hereby announces to its present 
and prospective dealers that it 
will regard any dealer, who can- 
not or does not conduct his op- 
erations in accordance with the 
policy as expressed above, as un- 
desirable representation for the 
company and will, at its discre- 
tion, exercise its legal right to 
cancel his contract or refuse to 
sell its products to such dealer 
or dealers. 

The factories could, in adopting 
and announcing such policy, pro- 
vide for it to go into effect imme- 
diately, or provide for a period of 
time in which its dealers could 
adjust their operations. Thus a 
factory could announce that it 
would allow its dealers 30 days 
in which to show a gross profit 
in their used car departments of 
5 per cent, an additional 30 days 
in which to show a gross profit of 


continually seeking new dealers 
because their old ones have been 
forced out of business because of 
a lack of gross profit in the used 
car department, and that while 
the factories may have the legal 
right to abandon such policy, | 
nevertheless, once they have 
adopted such policy they will 
each continue the same in effect 
because it is to their ultimate 
advantage to do so. 


Graham Shows 
112 Horsepower 
Marine Engine 


DETROIT.—Graham-Paige Mo- 
tors Corp. announced the intro- 
duction of a new supercharger 
112 h.p. marine engine at the 
opening of the New York boat 
show, where the new engine is 
on display. 

The new engine weighs 680 
pounds. Weight per horsepower 
is 6 pounds, and horsepower per 
cubic inch displacement of .514 
is claimed for the new engine. 

Fuel consumption curves also, 
according to engineers, indicate 
advancements in operating econ- 
omy, the engine delivering 100 
h.p. on 8.5 gallons per hour, 75 
h.p. on 6.3 gallons per hour, and 
50 h.p. on only 4.2 gallons per 
hour. 

Other features claimed for the 
new engine are the increased 
safety factors represented by the 
supercharger which forces the 
charge into the cylinders thereby 
reducing the danger of backfir- 
ing, and the position of the car- 
buretor on top of the engine 
which further lessens the danger 
of fire hazard. 


Sloan Names B. V. Borella 


GM Gen. Asst. Treasurer 


NEW YORK.—Alfred P. Sloan 
jr.. president of General Motors 
Corp., has made the following 
announcement: 

B. V. Borella, assistant treasurer, 
has been appointed general as- 
sistant treasurer of General 
Motors Corp. 
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Plan Requires 
Factory, Dealer 
To Co-operate 





NEW ORLEANS.—A new plan 
involving both dealers and man- 
ufacturers which aims to estab- 
lish gross profits in dealer used 
car departments was presented at 
the recent National Automobile 
Dealers Assn. meeting here by 
Jack Frost, NADA general man- 
ager. 


Recommendations to the deal- 
ers embodied in the plan are car- 
ried in full detail to the right of 
this page, while suggestions to 
manufacturers are likewise car- 
ried in full in the left-hand col- 
umns. Frost’s presentation of the 
plan read as follows: 


Used car control, used car losses 
and wastage of profits all appear 
in the foreground of the automo- 
bile dealer’s thinking today. 


The following outline of treat- 
ment is submitted here in a 
sketchy form in the hope that we 
may thus present recommenda- 
tions that encircle the whole prob- 
lem. 


Can Do Good Work 


If the principles herein out- 
lined are agreed upon, then edu- 
cational features should be added 
for the purpose of gaining a con- 
sistent public relationship on the 
part of all dealers and their sales- 
men. In this field dealer associa- 
tions can do a most valuable 
work. 

In making our suggestions as 
to a plan or agreement to be en- 
tered into by the dealers with 
each other we have considered 
the used car policy which the 
manufacturers can legally adopt 
and enforce on their part. 

While the dealers cannot enter 
into any illegal agreement or un- 
derstanding with the manufac- 
turers to co-operate in the en- 
forcement of such factory policy 
we have so formulated the deal- 
ers’ agreement that it avoids any 
essential conflict with such policy 
in the event such policy is 
adopted by any one or more man- 
ufacturers. 

Basic causes of loss: 

1. New car delivered price 
“suggested” by factory and open- 
ly advertised. 

2. Prospects attempt to set ar- 
bitrarily their old car “allowance 
price” for “trading.” 

3. The automobile manufactur- 
ers do not want the “suggested 
delivered price” either raised or 
lowered by the dealer. 

4. “Trading” for dealer impos- 
sible since dealer cannot raise 


(Continued on Page 10, Col. 3) 


Retail 
New Car 





Sales 
Cost of Sales 102,927,795 
$ 26,506,179 
4 GROSS 


PROFIT 


jeovee 
perating Profit 


or Loss 





$ 7,735,736 


$1,002,342 


— 304,398 
# 697,945 





CAO TOMER ERMINE 





Used Car 





A AME RT OIE SS EN BEAR gf ia mene mits 


We recommend that the dealers 
obligate themselves to furnish to 
a central agency, for dissemina- 
tion among themselves, informa- 
tion bearing upon or concerning 
the operation of their used car 
departments, so that the dealers 
may make use of such informa- 
tion in the management and con- 
trol of the individual businesses 
as they, in their own judgment 
and discretion, shall deem best. 
Such information should be fur- 
nished at regular intervals upon 
forms, such as those attached. (If 
any factory or factories shall 
adopt the suggestions hereafter 
made, copy of such forms should 
be furnished such factories and 
an effort made to have the re- 
port forms required by the fac- 
tories and required by the deal- 
ers’ central agency substantially 
the same in order to simplify the 
bookkeeping labor of the dealers 
in making such reports.) 


Free Access to Books 
Each dealer should specifically 


obligate himself for a definite | 


period of time, say two years, to 
accurately fill out and mail the 
required reports upon the desig- 
nated forms at regular intervals. 


Each dealer should also agree | 


to give free access to his books 
of account and all records to any 


Suggest Audit Bureau 
For Used Car Reports 





authorized representative of the | 


central agency, and to permit 
such examinations as may be re- 
quested from time to time by a 
properly authorized representa- 
tive of said central agency. 


Each dealer should agree to pay 


to the central agency a stipulated | 


sum in the event of the failure 
to furnish the above mentioned 
reports, and to pay the cost of 
any special audit of his books 
which may establish the fact that 
any report or reports furnished 
by him are substantially incor- 
rect. 


The obligation of the dealer to 
make the reports and pay the 
sums above provided for should 
be guaranteed by a surety com- 
pany’s bond. 


In order to provide a means for | 
collecting auditing, analyzing and | 


disseminating information with 
reference to the operation of the 
dealers’ used car departments, an 
appropriate central agency should 
be established. It is suggested 
that it be known as the Motor 
Vehicle Dealers’ Used Car Audit- 
ing Board and that it consist of 
a board of nine trustees who 
would be men of outstanding 
ability and integrity and who 
would command the confidence of 
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9,859,860 17,571,621 













9,534,915 7,080,242 
4 GROSS 4 GROSS 
PROFIT PROFIT 











9,411,860 





4,064,455 






5,015,787 





Other deductions less other income 


FINAL NET PROFIT ~- using Finance RESERVE. 


Final Net Result without using FINANCE RESERVE — WET LOSS $69,528, 


on sales volume in excess of TWO HUNDRED AND TWENTY NINE MIJLION DOLLARS. 


indicate loss. 


















the entire body of dealers. Its 
members would be designated in 
the first instance by the Board 
of Directors of the National Au- 
tomobile Dealers’ Assn., and the 
members of this agency could 
then provide appropriate means 
for their organization, methods of 
operation, appointment of suc- 
cessors, etc. 


Agency Functions 


The central agency would have 
to employ adequate operating 
personnel, which should consist 
(1) of accounting experts from 
recognized accounting firms; and 
(2) regional certified public ac- 
countants directly in the employ 
of the agency. 


The functions of this agency 
should be: 


1. To receive the reporting 
forms of the various automobile 
dealers (see exhibits a and b). 


2. To analyze and compile the 
information contained in such 
forms and to make public a 
monthly report, clearly showing 
the degree of gross profit actually 
effective in the used car depart- 
ments of dealers by groups, by 
makes, by states or individually 
by dealers’ names. In case of the 
publication of dealers’ names, the 
names of all dealers in any one 
state or states should be pub- 
lished at the same time. 


3. To send representatives, 
properly authorized, into each 
dealer’s place of business at not 
less than quarterly intervals, to 
audit the dealer’s records for pur- 
poses of education and adjustment 
of the findings of the central 
agency. Also to make special 
audits from time to time as may 
be deemed desirable. 


Compel Reports 

4. This board would not have 
any power or authority to, di- 
rectly or indirectly, compel any 
dealer or dealers to adopt or 
carry out any policy or policies, 
or to transact business in any 
particular way or, particularly, to 
compel any dealer or dealers to 
actually conduct their used car 
departments at a gross profit of 
any particular amount, but would 
only have power to compel each 
dealer to make the reports on 
the forms provided and to make 
the audits called for above. 


The financing of this central 
agency should be done by deal- 
ers’ agreement to direct his fac- 
tory to add the sum of $......... 
to each billing of a new car and 
remit such sums from time to 
time to the central agency. 


It should be distinctly under- 
stood that there would be noth- 
ing in the agreement obligating 
the dealer to be guided by the 
information thus obtained in fix- 
ing the prices which he shall al- 
low for used cars or the prices 
at which they shall be resold. Nor 
can there be any implied under- 
standing to that effect. 


No License for Nebraskan 


If Taxes Remain Unpaid 


LINCOLN, Neb.—To clarify re- 
quirements in the issuance of 
automobile licenses under the 
new state law, which compels car 
owners to pay their personal taxes 
on their vehicles before license 
plates will be issued, state officials 
have put out the information that 
if delinquent back taxes on a car 
are not paid, the car is subject 
to seizure by the sheriff on a 
distress warrant. If a car assessed 
in 1935 has meanwhile been 
traded in on a new car, the tax 
on the old car must be paid 
before a license is issued for the 
new. If a car owing personal 
taxes is sold, the current tax must 
be paid by either buyer or seller 
before a license is issued. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never chammon 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value. 
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NADA Used Car Controls 


At ITS ANNUAL meeting in New Orleans this week 
the National Automobile Dealers Assn. suggested a 
blanket plan for controlling used car losses. Definitely 
the plan sets forth as its goal a 20 per cent gross profit on 
used car transactions. It is pointed out that with the 
exception of weakness in this one department the average 
dealer is enjoying a reasonable profit from each of his 
other operations. 


Factories are asked to co-operate in making the plan 
workable by stipulating in their contracts that any dealer 
to remain a dealer must show that he is capable of meet- 
ing this minimum profit in his used car department. We 
would heartily favor this plan in all its details. If from 
no other than a selfish standpoint we believe manufac- 
turers could well afford to line up behind a program of 
this nature. On the other hand, we cannot help but feel 
that no single manufacturer or even a small group of 
manufacturers can make this plan successful. It will re- 
quire full co-operation of the entire industry. 


Whether or not this co-operation can be had and will 
be given still remains to be seen. Unless we can change 
human nature, it is doubtful whether all manufacturers 
would willingly cancel a dealer who is a good outlet for 
new cars for the single reason that he was a failure as a 
merchandiser of used cars. We would suggest that rather 
than a coercive means of bringing dealers into line all 
manufacturers might contribute to a pool which at the 
end of each year could be broken into parts and awarded 
to the dealers averaging the best profit per used car 
handled. Under the codes we witnessed the futility of 
attempting coercion whereas the AAA which placed a 
bounty upon compliance was much more successful. 

We do not quarrel with the NADA plan, which certainly 
offers a real solution to the used car problem. We merely 
feel that better results can be obtained if the dealer feels 
that he has something to gain by trading more soundly 
than we would if the dealer merely feared that he would 
lose what he has by not trading soundly. Apparently the 
dealer who is now trading unsoundly has little or no in- 
terest in what he loses and cancellation would only speed 
the unhappy day. 


10TH. YEAR 


Farmers Fail to Frighten 


D EATH of AAA was just another decision so far as the 
-“ farmers of the country are concerned, if we are to 
judge from the replies by dealers to ADN’s Inquiring 
Reporter. Farm sales these dealers declare may suffer 
a temporary set-back during the next month or so as the 
result of uncertainty created by the AAA decision. 


Fundamentally, they hold, the American farmer is not 
easily frightened. After the first few months’ lull which 
they anticipate, sales are expected to rebound and there 
are many who feel that the ending of AAA restrictions 
will aid rather than hurt the farm market in the long pull. 
Statistics gathered from reliable sources indicate that 
benefit payments to farmers during the past year ac- 
counted for only approximately 6 per cent of the farm 
income. If this is correct the dropping of benefit payments 
will be negligible as compared with the income from in- 
creased production at the current improved prices. 


WHAT TO DO To no one who 
ABOUT IT! uses his God- 
given ability to 
think is the present so-called 
“used car problem” any surprise. 
When you artificially change the 
course of a river you must make 
some provision for the new con- 
ditions which are inevitable. So 
when a great industry steps into 
production of new models in No- 
vember, comparable only to the 
production it had reached by 
March of the preceding year, 
there are bound to be some new 
conditions to overcome. Or if 
you must have it in one blunt 
sentence: For every new car that 
drops off the end of the assembly 
lines, whether in Detroit, Flint, 
Lansing, South Bend or Kenosha, 
somewhere, somehow a used car 
has got to go one of two places: 
into another user’s hands or 
onto the junk pile. There is noth- 
ing new in that statement, but 
to read some commentators you 
might imagine that this axiom 
had just been discovered. 
aa * * 


NOW, SELLING used cars to 
buyers who are going to keep 
them in operation is a business 
larger (some say) than the new 
car industry itself. Most men do 
not like to sell used merchandise. 
One must be a born trader to do 
it successfully and many make 
a dismal failure of it simply be- 
cause they are not temperament- 
ally equipped to jockey on both 
sides of a deal. There are, how- 
ever, many men to whom the buy- 
ing and selling of merchandise 
at fixed prices is just as irksome. 
They have what is known as the 
“trading instinct” and they get 
as much kick out of each transac- 
tion as they would in the run of 
the ponies or the spin of the 
roulette wheel. In the final an- 
alysis it is these men who will 
solve one phase of the “used car 
problem,” all schemes, plans, 
charts and even laws notwith- 
standing. They are the men who 
will buy and sell the “unused 
mileage” of the old cars now on 
the highways at a profit—or else 
—and there isn’t much that can 
be done about it. 

* + * 


THERE IS something very 
definite, however, which can be 
done about the five million or 
more old cars in the United 
States which are no longer SAFE 
to operate on our highways. That 
is the phase of the problem which 
is NOT the dealers’ and which 
is, in this writer’s very humble 
opinion, very definitely THE 
MANUFACTURERS’. For about 
18 months now we have watched 
the rising swell of a public reali- 
zation of the safety problem, 
which can be compared only to 
the rise of the fanatical prohi- 
bition movement. Press, pulpit, 
school and radio have joined in a 
campaign of propaganda the like 
of which we have not seen since 
the war days. There is a uni- 
versal demand for safety meas- 
ures which is going to result in 
NEW LAWS designed to insure 
safety, but which are very apt 
to put hobbles on this industry. 
No man who makes his livelihood 
from the making, selling or serv- 
icing of motor vehicles would 
lift one finger to retard any sane 
movement designed to reduce the 
number of deaths by accident on 
our highways, but to win a war 
you must preach hatred. 

* * a 

NOW, THERE IS one way out 
—we can tie the “unsafe vehicle” 
into this safety movement. We 
can direct the attention of the 
public towards this menace. We 
can foster laws requiring fre- 
quent examinations of every ve- 
hicle on the highways. THERE 
IS NO SURER WAY TO DRIVE 
THE “JUNKERS” TO THE 
SCRAP-HEAP AND THAT 
WILL ‘SOLVE THE OTHER 
HALF OF THE “USED CAR 
PROBLEM!”—G. M. S. 
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HORATIUS AT THE BRIDGE 
As NADA Sees It 


in This 


Corner 


The views expressed in this column are those of our readers 
and do net necessarily coincide with those of the editors. Readers 
are invited to use tnis space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Correction 


Packard registrations are con- 
spicuous by their absence from the 
article on page 22 of your issue of 
Jan. 11, headed “South Carolina 
Sales Increase 15 per cent During 
1935.” 

The registration figures supplied 
us show a total of 220 for 1935 
against 22 for 1934. What kind 
of increase do you call this ?—Frank 
H. Gibbes, president, Gibbes Ma- 
chinery Co., Packard distributors 
since 1911, Columbia, S. C. 

Epitor’s Note: R. L. Polk & Co. 
registrations for South Carolina 
show 218 Packards in.1935 against 
22 in 1934. 


Trucks Only 


We have been subscribers to your 
Automotive Daily News for several 
years and find your publication very 
interesting and useful. We are par- 
ticularly interested in your compil- 
ations of new passenger and com- 
mercial car registrations. We should 
like to ask in regard to commercial 
car registrations whether your fig- 
ures include buses, taxicabs, etc., as 
well as trucks and commercial ve- 
hicles?—Frank B. Cahn & Co., Bal- 
timore, Md. 

Epitor’s Note: Trucks and com- 
mercial cars only. 


AAA 


The Supreme Court decision in the 
Hoosac Mills case surprised no one, 
least of all the farmer. Since last 
May the overturn of the AAA has 
been at least a possibility, if not a 
probability. 

In your consideration of the farm 
market for 1936 and beyond, I be- 
lieve the following facts are both 
pertinent and interesting: 

1. Benefit payments have played 
a comparatively small role in the 
restored prosperity of American 
Agriculture. Last year’s payment 
of $480,000,000 were less than 6 per 
cent of 1935’s gross farm income 
of better than eight billion dollars. 
And looking at these payments in 
another light; since 1932 the farmer 
has enjoyed a gain of two and three- 
quarter billion dollars in his gross 
income. Benefit payments accounted 
for only 17 per cent of the total 
gain. 

2. Contracts already signed with 
farmers probably insure a continua- 
tion of benefits this year. Not be- 
fore 1937 can the cessation of these 
payments affect agricultural buying 
power. 

3. But with a presidential elec- 
tion close at hand, it is practically 
certain that something will be done 


for the farmer no matter who is 
elected. No one can foresee whether 
a new farm program will take the 
form of an export bounty plan, or 
will be the one proposed by Wheeler 
McMillen in the December issue of 
the Country Home. However, it is 
evident that some plan of practical 
aid to the farmer will be adopted 
by Congress, no matter what the 
political complexion of the adminis- 
tration. 


4. The Agricultural Adjustment 
Administration was a measure de- 
signed to meet an emergency—an 


(Continued on Page 22, Col. 5) 


AS OTHERS 
SEE IT 


Energetic Engineers 


Automotive engineers have been 
visiting Detroit recently. They are 
interesting fellows; they know a 
lot about the business that contri- 
butes most to Detroit’s prosperity. 


One would think the men who 
design the new cars would be proud. 
They do a good job. People who 
don’t know too much about cars, 
but just buy them and run them, 
always think how wonderful the 
new cars are. Always they are 
better than the cars of last year. 
They are faster; they run better; 
they are easier to look at and to 
pay for. 

Always we think, how can they 
make any improvements next year? 
The automobile has become pretty 
nearly perfect. 


But listen to what one of those 
big research engineers said. The 
automobiles of today within a few 
years will look as odd to us as do 
the old, high, open cars of 10 years 
ago. There are lots of things that 
need improving. The so-called 
“streamline” cars have all sorts of 
things hanging on them that inter- 
fere with the smooth flow of air 
currents. They catch dust. They 
have to be greased by experts and 
even the experts sometimes are 
baffled to find the battery and the 
radiator drain faucet. 


Well, of course, the research en- 
gineer knows. That is why he does 
his researching. And this perennial 
dissatisfaction of the men who de- 
sign and plan and make the auto- 
mobiles has been the factor that 
has kept them continually improv- 
ing year by year until the present 
state of near-perfection has been 
achieved.—Detroit News. 
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The reasons for the success of Chrysler 
and Plymouth dealers are basic and fun- 
damental. They make for good busi- 


ness year in and year out. Naturally 


flow Eight... and Airflow Imperial 
... for each higher price level in 
the luxury class. I regard every car 
buyer in town as my prospect... 


6c 
i *vE made money with Chrysler 
... and I am going to make even 
more money this year. The Chrysler 


franchise really gives five separate 
opportunities: Plymouth .. . for 
low-priced volume. The low-priced 
Chrysler Six ... for the step-up 
group. The De Luxe Eight... Air- 


* * 


and believe me, I get a lot of them 
on the dotted line.’’ 


ara 


Chrysler dealerships are in active demand. 
Inquiries on file receive preference when 
territories are available. Address Chrysler 
Corporation, Chrysler Sales Division, 


Detroit, Michigan. 
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McMichael Closes Series 
With a Dramatized Sale 


By S. W. McMICHAEL 
Secretary, Michigan Automotive Trade Assn. 


DETROIT.—The following arguments and suggestions 
are in no sense intended as “cast iron” sales talks to be 
used on any and all occasions. The purpose of the little 
playlet is to inspire salesmen to draw upon their daily 
experience and set down the best way of meeting the 
varying conditions of an allowance sale. 

The arguments presented in the dialogue are in no way 
original with the writer but have been contributed by 

ee 


salesmen in the field who were 
recommended by their employers 
as being unusually successful in 
the capacity of purchasing agents. 

And now for the playlet. The 
scene is the prospect’s residence— 

The salesman’s demonstrating 
car stands at the curb. In the 
house, the salesman has definitely 
“qualified” his prospect as being 
actively in the market for a new 
car— 

Prospect: (Looking severely at 
the salesman with the intention of 
bluffing through a high allow- 
ance) “It is not necessary to 
spend time going into the details 
of the merits of your car—come 
out to my garage until I see what 
you are going to allow me for my 
car—after that we will take a look 
at your car.” 


Demand Quality 

Salesman: (Politely but firmly 
resisting prospect’s purpose) “Mr. 
Prospect, buying an automobile 
is a serious business. You and 
your family are, no doubt, going 
to travel many miles in the car 
that you select. Unquestionably 
you will demand in that car cer- 
tain qualities— safety, comfort, 
economy and beauty. Isn’t that 
so?” 

Prospect: (Rather gruffly) “Cer- 
tainly, everyone wants those quali- 
ties in a car but what has that 
to do with seeing what my car 
is worth?” 

Salesman: (Politely but decisively 
—taking the decision away from 
his prospect by starting out to 
the demonstrating car. Note: at 
every opportunity the salesman 
tries to persuade his prospect to 
say ‘yes’—making it more diffi- 
cult for him later to say ‘no’). 
“Tn this case, let’s first see whether 
the features that you are going 
to demand in my car meets with 
your approval, otherwise, we wilF 
waste time by working backward 
—then I shall examine your car 
with a view to purchasing it at 
its full value. I am sure fair 
treatment is all that you expect; 
I am equally sure, Mr. Prospect, 
that you have no intention of tak- 
ing any unfair advantage, isn’t 
that true?” 


Opinion Differs 


Prospect: (Standing at the curb 
looking over the demonstrator— 
his mind still dwelling on the 
allowance price) “Yes, I try to be 
fair in all business transactions, 
however, there is a difference of 
opinion as to used car values. My 
car has had exceptionally good 
care, consequently, is worth more 
than the average price, in fact, 
I have several offers from other 
dealers for it and have set a 
price on it which I do not intend 
to cut any more than you intend 
to lower the list price on your 
new car.” 

Salesman: (Not taking the 
“bait” by allowing himself to be 
drawn into a discussion of the 
value of the used car. Again 
taking the situation in his own 
hands tactfully seats the pros- 
pect’s wife in the back seat of his 
car and the prospect in the 
driver’s seat) “Mr. Prospect, the 
qualities that you demand in my 
car are too important to you to 
be left to another’s judgment— 
just drive this car around the 
block so your wife can judge its 
riding qualities and you _ its 
driving qualities.” 

Prospect: (Returning from a 
thorough demonstration im- 


pressed by the car and the sales- 
man’s canvass but determined to 
sell the old car at the highest figure 
possible) “You may now look at 
my car; if your price is satisfac- 
tory, I shall seriously consider the 
purchase of your car; however, 
let me warn you to sharpen your 
pencil as I have looked at one or 
two other makes of cars which 
appeal to me also.” 


Two Hurdles 


Salesman: Realizing from con- 
versation that he has_ two 
“hurdles” to jump—ist. “My car 
is worth more money.”—2nd. “I 
can get a higher allowance from 
some other dealer.”—with the 
prospect beside him drives the 
used car out on the road tact- 
fully calling attention to its poor 
mechanical condition and appear- 
ance then returning to the pros- 
pect’s house). “Mr Prospect, we 
are not going to have any trouble 
finding a common ground for an 
agreement—we are both of the 
same mind, pledged to fairness— 
are we not?” 

Prospect: (Sparring for advan- 
tage) “Yes, that is the under- 
standing—however, the question 
now is what price you consider 
fair.” 

Salesman: (Taking out Guide 
Book and making proper deduc- 
tions for putting used car in sale- 
able condition and deducting sell- 
ing expense. In a direct and busi- 
ness-like-manner tells prospect 
the cash difference he is to pay 
for the new car.) 

Prospect: (Indignantly) “My 
car is worth more money—that 
allowance is not fair—cars like 
mine are advertised and being 
sold at higher prices than you 
offer.” 

Salesman: (Waiting quietly un- 
til prospect finishes speaking and 
“cools down”) “Mr. Prospect, you 
are mistaken in thinking I am 
under-rating the value of your 
car ‘as is.’ The dealer who made 
you a higher offer knows your 
car’s commercial worth just as 
well as I know it. The quota- 
tions in this book which all 
dealers use are the results of 
actual sales made in this terri- 
tory and are average prices that 
the public is willing to pay for 
cars that have been put in first 
class saleable condition. When 
we take your car, before it can be 
sold it must be thoroughly recon- 
ditioned — then displayed — ad- 
vertised—demonstrated to a very 
exacting buyer and finally sold. 
It all costs money that some one 
must pay—the automobile dealer 
can’t and stay in business. Under 
these circumstances would you 
say that it was fair to ask him to 
do so?” 


No Price Control 


Prospect: (Impatiently) “Why 
should I be charged with this ex- 
pense? I am not being benefited 
by the car’s improvements. The 
man who is going to run it should 
bear that expense. In every other 
line of merchandising, handiing 
and selling costs are charged to 
the buyer—I repeat I am not being 
treated fairly.” 

Salesman: “Mr. Prospect, if you 
were offering for sale used ma- 
chinery or equipment of any kind 
that had seen service, you would 
expect to take depreciation to the 
extent that you had used it. Is it 
fair to ask that your used automo- 
bile be made an exception to such 


Profit With Every Sale 


This is the fifth and final article in a series on retail sell- 
ing written by S. W. McMichael, secretary of the Michigan 
Automotive Trade Assn., who has a wide background of 
merchandising experience, both as a dealer and as a factory 


sales executive. 


McMichael has discussed the problems of the dealer today 
and provided a host of suggestions for solving those selling 
problems, which can be controlled by the dealer. 
suggestions, if put into effect, will do a great deal to improve 
the position of both dealers and retail salesmen and will 
make them both more profitable operators, 

Convinced that the dealer and the retail salesman are 
standing on the threshold of a major change in the industry, 
McMichael has analyzed their problems and provided the 
solutions in a booklet entitled “Profit With Every Sale.” The 
fifth installment, “Buying the Used Car,” appears on this page. 


an equitable rule? However, it is 
just as impossible to charge the ex- 
pense mentioned to the used car 
buyer as it is for the dealer to 
absorb it himself. The dealer has 
no more control over used car mar- 
ket prices than he has over the 
market price of any commodity 
that is being traded on an open 
market. The law of supply and de- 
mand controls these price changes. 
Should a dealer, as you suggest, 
attempt to raise the price of a 
used car beyond its market value, 
the demand for that car would 
immediately drop but its cost to 
the dealer would not stop. In- 
terest on the money invested in the 
car, insurance, storage, other 
items of overhead would con- 
tinue to cut into his profits and 
oftentimes, his capital. As a 
business man, you would not take 
that risk. Being fair minded, I 
am sure you would not ask an- 
other business man to do what 
you would not do yourself—would 
you?” 
Differences Confuse 


Prospect: (Getting the worst of 
the “fair price” argument, plays 
what he thinks is his trump card, 
—rising as if intending to end 
negotiations) “Well, young man, 
perhaps from your point of view 
your allowance is fair; at any 
rate, I’ll concede the point but 
as I told you, your competitor is 
more optimistic — the saving 
means as much to me as the dif- 
ference in price means to your 
company.” 

Salesman: (Not perturbed) “T 
appreciate, Mr. Prospect, that the 
difference in dealers’ allowance 
prices is confusing to people not 
engaged in the automobile busi- 
ness—be seated and I shall throw 
some light on the subject of 
“allowances” that is important to 
you now and will be of value to 
you in the future.” 


Prospect: (Abrupt—looking at 
his watch—still bluffing) “Shoot, 
but make it snappy as I have 
another engagement.” 

Salesman: (In firm voice with 
a tone of finality) “Mr. Prospect, 
the answer to depreciation is not 
as you seem to think—the price 
you receive for your used car. It 
is net value received that effects 
a saving—in other words, the 
value you receive in and with the 
new car purchase.” 

Prospect: “Your competitor’s 
claims are as strong as yours in 
that respect.” 


Compared With Bonds 

Salesman: (Bearing down a 
little harder) “Under those cir- 
cumstances, Mr. Prospect, let me 
give a simple illustration of your 
present position. If a bond sales- 
man called on you with a new 
issue of securities—told you how 
safe and profitable those securi- 
ties were, then offered to take as 
part payment some bonds you 
may now own, offering for those 
bonds a higher price than he 
could buy the same securities for 
in the open market, isn’t it a fact 
that immediately you would refuse 
to enter into the transaction and 
lose confidence in the salesman 
as well as his firm?” 

Prospect: (With an inquiring 
look, straightening up in his 
chair) “Yes, but what has this to 


These 





do with the purchase of an auto- 
mobile?” 

Salesman: “Just this — exper- 
jience has taught you that you 
don’t get something for nothing. 
The bond salesman and the dealer 
who offers you more for your car 
than its commercial value would 
like you to believe that you do. 


Prospect: (Protesting) “That 11- 
lustration does not apply in this 
case. Reputable bond houses do 
business on a very narrow margin 
of profit; in fact, it is too small 
to split, whereas the reverse is 
true in retailing automobiles. 
Dealers can afford to divide their 
profits and then make money.” 


Salesman: (Earnestly) “Doubt- 
less a dealer has told you that, 
Mr. Prospect. It is a dangerous 
belief and not infrequently used 
as a smoke screen to hide an un- 
fortunate truth. Due to the com- 
plex nature of the sale of an 
automobile, the retailer’s cost of 
procuring business is so high that 
a split of his net return would not 
interest you nor warrant any busi- 
ness man spending time trying to 
deprive him of part of it. The 
point that I want to convey, how- 
ever, is this—you know that profit 
is essential to the life of any 
business. To suppose that an auto- 
mobile dealer willingly sacrifices 
this profit is as inconsistent as‘ to 
believe that he would cordially in- 
vite the sheriff to come around 
and padlock his doors.” 


Sells at Sacrifice 


Prospect: (Sharply) “If the 
dealer is in financial trouble and 
has to take a loss, why shouldn’t 
I benefit by it as well as some 
other buyer?” 

Salesman: (Meeting his pros- 
pect’s inquiring look with a steady 
gaze) “No reason, whatever, if 
there was any benefit to be gained 
by it. However, such is not the 
case. There are several reasons 
why dealers overallow aside from 
being in financial trouble. Per- 
haps for some reason the dealer’s 
product has not public acceptance 
therefore not selling or he may 
have advice of the advent of a 
new car at a lower price or one 
with mechanical improvements 
that. depreciates the value of the 
stock he has on hand; in any 
event, it is plain that the sales 
resistance resulting would compel 
the dealer to sel] his cars at a 
sacrifice in order to dispose of 
them. You can see, Mr. Pros- 
pect, under the circumstance, the 
dealer can’t admit to his customer 
that he is taking a loss—the ad- 
mission would call for an explana- 
tion—his position is identical with 
that of the bond salesman. He is 
not giving the value in the new 
product represented.” 


Prospect: (A puzzled expression 
on his face) “I don’t believe I'll 
act hastily in this matter, I’ll just 
take a little more time to look 
around and investigate.” 


Salesman: (Speaking calmly, 
and without attracting attention, 
placing filled out order on table) 
“I would appreciate a frank reply 
to a direct question, Mr. Prospect 
In considering the purchase of a 
new car have you any personal 
objections to me handling your 
business, assuming all things hav- 


ing a bearing on the deal to be 
equal?” 

Prospects: (Unhesitatingly) 
“Why, no, not at all—in fact, I 
prefer seeing you have the busi- 
ness. As you say, however, all 
things must be equal.” 

Salesman: (Pressing forward 
his closing argument) “Mr. Pros- 
pect, again referring to the class 
of depreciated cars that can’t be 
sold by usual methods of mer- 
chandising and the bond sales- 
man’s proposal, you don’t buy a 
car every day and you want to 
be satisfied with the one you get, 
don’t you think it would be a 
safer and better business invest- 
ment to have the price difference 
between the two classes of cars 
mentioned invested in the car that 
you prefer—that you and your 
family intend to use and enjoy 
for a long time than to tempor- 
arily save the amount only to lose 
it at a later date when you again 
change cars?” 

Should Get Value 

Prospect: (Slipping) “Yes, I 
don’t dispute that, but like other 
people, I want as much value for 
the money I spend as possible.” 

Salesman: (Knowing that when 
you offer to be of service to any- 
one instinctively there is appre- 
ciation) “Mr. Prospect, it is my 
desire, as well as intention, to see 
that you get that value. It is the 
only basis on which our company 
cares to take your business. To 
begin with, let us see what value 
you get in a 
what you pay. On the basis of 
initial cost, economical perform- 
ance and maintenance, the... 
car represents a value far above 
the price you pay. The factory 
discount to the dealer is low. No 
markup in the factory delivered 
price to cover an extra trading 
allowance as some factories have. 
This mears, M_ Prospect, that if 
you buy a car from our company 
every dollar you spend goes for 
value for economical transporta- 
tion. Isn’t it natural that a com- 
pany giving less than that will 
have to take less in return?” 

Prospect: (Thoughtfully). “No 
one could very well question that 
statement.” 


Salesman: (Following up his 
advantage with an assumed atti- 
tude that taking an order for a 
new car was an every day occur- 
ence) “There are actually two 
distinct values that a customer 
really gets when he buys an auto- 
mobile from our company. One 
is the tangible and the other 
(just as important) is an intangi- 
ble value. However, one is just as 
essential in giving complete sat- 
isfaction to the customer as the 
other. The tangible and visible 
parts of the purchase is the car 
itself, its features of safety, 
comfort, economy and beauty. 


Requires More 


“However, the business man no 
longer accepts this as complete 
satisfaction, he requires and in 
fact demands something more. 
He must have confidence in the 
representations of the firm from 
which the car is bought. 

“Regardless of quality or price, 
no automobile is satisfactory to 
the owner unless it is intelligently 
and economically serviced. To 
furnish this service to our pa- 
trons, we have skilled mechanics, 
modern and adequate shop facili- 
ties; work is done quickly and 
correctly, price not excessive, all 
done with a whole-hearted will- 
ingness to serve. To compromise 
with any of these considerations 
means definite loss to the pur- 
chaser. Those who purchase cars 
because of high allowances 
eventually realize that in doing 
so they wasted time, energy, 
patience and money For the 
cash difference you give us for 
the car you prefer, we are giving 
you full value in every sense of 
the word. In doing that I am ful- 
filing my promise to you to be 
fair. Now, Mr. Prospect, if you 
will please sign here, I shall have 
your new car ready for you at 

o’clock.” 

Prospect signs order. 
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ONE QUALITY ONLY 
| COMES DOWN THIS ASSEMBLY LINE 


TH largest single self-contained motor car factory in the 
world is the Buick factory. 


In all that vast plant there is one assembly line and one alone. 


Down that far-ranging line comes to completion every Buick 
car, of whatever size or series, delivered to the public. 


And every Buick is identical with every other in essen- 
tial quality. 


Whether you’re selling the agile, thrifty SPECIAL or 
the cyclonic CENTURY or that super-performer the 
ROADMASTER or the spacious eight-passenger LIMITED 
you’re selling Buick character. 


Differences in size, capacity and equipment result in dif- 
ferences in pricing. 


But every sale is the sale of a Buick, and is made easier by 
the public acceptance of Buick’s name, the public’s knowl- 


Into every Buick goes the high performance valve-in-head 
straight-eight engine. Into every one goes the stable smooth- 
ness of torque-tube drive, the comfort of Knee-Action, the 
modern styling of Body by Fisher. 


Into every part of every car goes dependability and value 
backed by a third of a century of confidence earned by 
rigid refusal to lower that standard by which Buick first 
earned its high place. 


All of this makes a profitable operation for dealers with 
the long-haul viewpoint. All of it makes for stability in your 
position as a retailer. 


If these ideas jibe with your ideas about the right way to 
do business, drop us a line. There may be an opening 
for you as a Buick Dealer. 


BuICK MOTOR COMPANY, FLINT, MICHIGAN 


edge of Buick solid worth. 
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NO OTHER CAR HAS 
SUCH A LIST OF FEATURES THAT SELL 


Valve-in-Head Straight-Eight Tiptoe Hydraulic Brakes, 
Engine gives more power per unit giving safe, straight-line stops under 
of fuel than any other type of engine lightest pressures 
of equal displacement and compression Knee-Action ete and Safety, the 
Anolite Pistons, durable, long-lasting, “ gliding rt r ; i 
50% lighter, increase bearing life 150% Torque-Tube Drive, for steadier, more 
Ch is keeps dirt and water stable roadability 
eeps dir , 

Seated ul ae parts, protects from Automatic Starting, Spark and Heat Con- 
ane ¢ a Pane er 7 trol, for convenience, efficiency, economy 
war a 3 
= : “Turret Top“ Body by Fisher Built-in Luggage Compartments, with 
swith Ne Draft V Toe Badd smart- ample capacity Jor ne ugeage 
™ est, strongest body built Front-End Ride Stabilizer, for ¢/imina- 
oh 14, . tion of side-sway at speed or on curves 
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NEWS 


Vesper Made Honorary Director at NADA Meeting 


New Administration Plans 


Vigorous Campaign for ’36 


(Continued from Page 1) 


filled by electing as_ secretary 
Herman G. Wangelin of Belle- 
ville, Ill, who sells Fords. 


A new and smaller executive 
committee was named by Presi- 
dent Lied. The retiring execu- 
tive committee was made up of 
15 members, but there are only 
five on the new one. Those picked 
were: J. W. Roby, Louisiana, di- 
rector, who handles De _ Soto, 
Plymouth and Reo; D. E. Wil- 
liams, Ford dealer from Missouri; 
A. B. Burkholder, Chevrolet 
dealer from Michigan; C. H. 
Touhey, Ford dealer from New 
York; and J. N. Mitchell, Dodge 
and Plymouth dealer from Texas. 


Jack Frost, general manager of 
the association, was given the 
additional title of executive vice- 
president, while the retiring presi- 
, dent, Fred Vesper, was made an 
honorary member of the board 
of directors. 


Vigorous Action Planned 


A vigorous campaign for 1936| 
is planned by the new admin-}| 


istration which goes into action 
with a surplus in the treasury, 
as of Dec. 31, of $109,203.50. This 
was reported by Treasurer Stew- 
art, who also added that the 
association assets totaled $226,638, 
with $209,638 cash in hand. The 
net income for '35 was $18,727. 
The cash income for that period 
was $454,588 and expenses ran to 
$435,861. 


Statistical surveys of dealer op- 


erations will be one of the major | 
| William R. Burruss, business and 


activities for the present year. 
The administration will dig hard 
for facts and figures, which will 
be handed out in the form of 
trade survey releases. 
chapters of this will be studies 
of dealer mortality, with com- 
parisons of dealer profits of '33 
and '34, and of '34 and ‘35. A 
comparison of multiple and single 
dealer operations in '34 and ‘35 
also will be made. Under this 
heading too will be included a 
survey of profit possibilities by 
makes, which has not been done 
heretofore. 


a comparison between factory in- 
vestment and profits and dealer 
investment and profits 


Would Establish Survey 

It is proposed by General Man- 
ager Frost to set up what he 
calls an Automobile Trade Survey 
Board to review 
figures impartially On 
board will be a representative of 
the American Banking Assn., the 
United States Chamber of Com- 
merce, National Banking Assn., 
and two economists from two of 
the leading universities 
gested being the University of 
Detroit. Of course the NADA 
will have representation on this 
board. 

Preceding the meetings of the 
board of directors there was held, 
Monday morning, a membership 





One of the | 
|Gagnon, Former Fisher 





these facts and} 
this | 


one sug- | 





session which brought out an at- 
tendance of better than 300. This 
started the fireworks at the 
Roosevelt Hotel, which was 
NADA headquarters. George 
Stem, chairman of the Automo- 
tive Trade Assn. of Louisiana, 
presided and there were ad- 
dresses of welcome by several of 
the local and state dignitaries. 
President Vesper talked to the 
membership, giving an encourag- 
ing report of the condition and 
strength of the association, wind- 
ing up with the significant state- 
ment that “we will now begin to 
demand,” which was interpreted 
to mean that it now is about time 
for the association to become mil- 
itant in its contacts with the fac- 
tories. 


One of a Chain 


This members’ session also was 
one of the chain of meetings the 
NADA is staging throughout the 
country. They are called re- 
gional rally conferences and the 
flying squadron is made up of 
three prominent inspirational 
speakers. They addressed the 
New Orleans meeting. John R. 
Walker, executive vice-president 
and general manager of the Na- 
tional Assn. of Sales Finance 
Companies, is a member of the 
squad and his talk was on “No 
Profits— No Dealers.” Edward 
Payton, analyst and consultant on 
dealer management, spoke on 
“Profit Problems Beyond Dealer 
Control Can Be Solved,” while 


sales analyst, declared that “Sat- 
isfactory Profits Are Possible.” 


Official, Dead in Fla. 
MIAMI.—Alec J. Gagnon, re- 
tired official of ‘the Fisher Body 
division of the General Motors 
Corp. is dead here 
Mr. Gagnon, 
body company 


the 
its | 


employed by 
almost since 


| organization, had been here since | 
| New Year’s Day. 
Also listed for research will be 


He was at one} 
time an art glass designer and | 


| was taken into the body company | 


when they began manufacturing | 
their own windshields. 


When he retired eight 
ago he was plant manager. 
was 57 years old. 


years 
He 


Hupp Plant Still Closed | 


Waits Outcome of Loan! 


DETROIT.—Plant of Hupp Mo- 
tor Car Corp. is still closed here 
pending outcome of company’s 
application for a loan of $1,500,- 
000 from the Federal Reserve 
Bank of Chicago. Final papers 
in connection with the loan will 
probably be sent down to Chicago 
this week and a decision from 
the bank may be forthcoming 
next week. 


—ADN Photo 


ADDING BEAUTY to the beautiful city of New Orleans this week 
were the wives of three prominent members of the NADA convention. 


They are, left to right: 


Mrs. D. E. Williams, Kansas City; Mrs. L. M. 


Stewart, St. Louis, and Mrs. Wilson Condict, St. Louis. 


MUTUAL CONGRATS were exchanged by Stanley Honner, Wash- 


ington, D. C., 


left, first vice-president and S. H. Bowyer, Phoenix, 


Ariz., second vice-president, after their election at the NADA meeting 


at New Orleans, La., this week. 


NADA Asks Co-operation 


Of Factories and Dealers 


(Continued from Page 5) 


his new car selling price to off- 
set prospect’s “arbitrary price.” 

Every department of the deal- | 
ers business (except the used car 
department) has a_ pre-deter- 
mined gross profit. 

The manufacturers have ably 
demonstrated their ability to es- 
tablish and maintain the gross 
profit in the new car department, 
the service department and the 
parts and accessories depart- 
ments. 


New car discounts do not pro- 
vide gross profit for the used 
car department 

The establishment of gross} 
profit in the new car, service and | 
parts departments has worked | 
well. 


Chart Shows Result 
The chart on page 5 shows the 
result of failing to establish a 


gross profit in the used car de- 
partment: 


(Excerpts from the composite 
statement of 803 representative 
dealers, as published in the De- 
cember issue of the NADA Bul- 
letin.) 

The 803 dealers on the preced- 
ing page sold $229,291.245 worth 
of new cars, parts, service, used 
cars at retail. 

Had they experienced no net 
loss in the used car department 
and made no net profit in the 
used car department or, in other | 
words, had they made sufficient | 
gross profit to cover only the 
costs of handling, selling and re- 
conditioning used cars, they 
would have made a net profit of 
$9.802.707, without using their fi- 
nance reserve, instead of a net 
loss of $69,528. 

A net profit of $9.803.707 equals 
4.27 per cent net to total gross | 
sales (without using finance re- 
serve). 

If this group of 803 dealers had 
spent $2,588,679 on and among 
their group only—to gain used car 
gross profit—sufficient to leave} 
no net loss in the used car de- 





|; tain by lawful mea- 





partment, they would have still 
made $7,214,028 net profit on re- 
tail sales. 

NOTE: $2,588,679 equals 2 per cent of the 
net sales price of their new cars. 


Recommendations 


Our suggestions as to the solu- 
tion of this problem are two-fold. 
In the first place, we suggest 
those steps which, in our opinion, 
the dealers themselves may law- 
fully adopt and which, if intelli- 
gently made use of, will permit | 
them to establish a gross profit | 
in their used car departments. | 

In the second place, we have 
prepared suggestions which we! 
propose to make to the various 
factories and which, in our opin- | 
ion, if adopted by any one or | 


more of the factories, will per- 
mit them in a lawful and proper 
manner to protect and promote 
their own interests by aiding their 
dealers’ to keep themselves 
solvent. 


These two suggestions are not 
dependent upon each other for 
their effect. The dealers may 
adopt and carry out their policy 
and accomplish the desired re- 
sults independently of the factor- 
ies. Any one, or more, or all, 
the factories may adopt our sug- 
gestion as to them, put the same 
into effect and accomplish the re- 


sults desired by such factory or | 


factories, regardless of any ac- 
tion taken by the dealers. These 
two suggestions are made to dif- 
ferent groups, the members of 


| each of which are seeking to con- 


serve and promote their own in- 
terests. 
Will Gain Result 
However, the effect of the adop- 


| tion of our suggestion by either 
| the factories or the dealers will, 


we believe, accomplish the result 
which the dealers desire, namely, 
the establishment of a gross profit 
in the dealers’ used car depart- 
ments. If both the factories and 
the dealers, each looking out for 


| their own interests, adopt the fol- | 
the practical 


lowing suggestions, 
result will be to make more cer- 
the estab- 
lishment of a gross profit in the 
used car department. 


The payment of the expenses | 
of the central agency can be fi- | 


nanced through the payment of 
$2 per car for each new car sold 


of | 


| by each manufacturer to _ its 
dealers. Such payment to be made 
to the Motor Vehicle Dealers’ 
Used Car Auditing Board. Or 
through the payment of $2 per 
car for each used car time sales 
contract received by the various 
finance companies. 


Conclusion 


We believe that the foregoing 
recommendations constitute 4 
| practical treatment of the used 
car problem. It has been formu- 
lated with careful regard to ex- 
isting laws and the decisions of 
the Supreme Court of the United 
States. 

Time and effort are always es- 
sential to the successful solution 
of complex problems. This prob- 
lem cannot be solved overnight 
and without effort. 

We submit the above recom- 
mendations for your earnest con- 
sideration. 





Hudson Economy 
Tested in Drive 


LOS ANGELES.—A stock Ter- 
raplane brougham traveled 23.95 
miles to the gallon of gasoline and 
a stock Hudson eight 22.86 miles 
per gallon in the Gilmore-Yose- 
mite economy run just completed. 
The run, held under rules and 
sanction of the contest board of 
the American Automobile Assn. 
was from Los Angeles to Yose- 
| mite, Cal., a distance of approxi- 
mately 335 miles. 


The last 250 miles of the run, 
much of which is at high altitude 
through mountainous country was 
made in high wind with a rain at 
the lower levels and snow at the 
higher. Well-known race drivers 
piloted the cars, Babe Stapp being 
at the wheel of the Terraplane 
and Wilbur Shaw driving the 
Hudson. Complete equipment was 
carried, including spare tires and 
all cataloged accessories in ac- 
cordance with stock car rules 
which prevailed. No changes in 
timing, axle ratios or other ma- 
terial units were permitted. 


The cars carried three pas- 
sengers and no coasting was al- 
lowed. The highway is all paved 
with a maxiraum grade of 6 per 
cent. The altitude along the route 
varies from 171 feet above sea 
level to 4,182 feet. The tempera- 
ture ranged from below freezing 
to over 80 degrees Fahrenheit. 


Tenn. Gas Taxes 

NASHVILLE. — Figures released 
by the Department of Finance and 
Taxation, disclose that gasoline tax 
collections for 1935 aggregated $14,- 
965,468.37, or an increase of $863,- 
157.20 over collections for the 
previous year. Motor vehicle regis- 
tration fees totaled $3,489,779.29, as 
compared with $3,282,407.20 in 1934, 
| representing an increase of $207,- 





372.09. 





CONGRATULATIONS, MR. LIED, 


says Charles H. Touhey, 


NADA director from Albany, N. Y. (at right), to E. M. Lied, Omaha, 
who has just been elected president of the National Automobile 


Dealers Assn, at New Orleans. 
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AUTOMOTIVE LINAGE - New York Newspapers - 1929-1935 


« 1929 . - 1930 . - 1931 . -« 1932 . - 1933 . - 1934 . - 1935 . 
Times 1,618,527 Times 985,022 Times 754,758 Times 591,231 Eagle 673,561 Eagle 672,197 Eagle 637,403 
H.T. 1,387,130 H.T. 898,432 H.T. 638,223 Eagle 528,961 Times 586,468 Times 653,084 Times 608,669 
Eagle 1,142,617 Eagle 752,817 Eagle 579,648 H.T. 492,374 H.T. 454,428 HLT. 585,241 H.T. 575,047 
Sun 1,050,435 Sun 649,149 Sun 452,318 Journal 392,190 Amer. 344,274 Amer. 412,090 NEWS 438,663 4% 
Amer. 718,543 Amer. 470,628 Amer. 423,035 Sun 345,619 Journal 331,772 NEWS 350,394 | Amer. 387,811 
M.World 658,294 M.World 431,475 Journal 357,334 337,789 Sun 313,064 |] Sun 345,462 Sun 364,812 
Journal 558,748 Journal 393,621 W.-Tel. 347,258 301,882 _ NEWS 307,773 | W.-Tel. 325,095 W.-Tel. 359,696 
Post 466,157 Bk. Tm. 294,560 _ NEWS 225,467 244 286 } W.-Tel. 252,853 Journal 308,969 Journal 321,448 
Bk. Tm. 464,033 Post 281,827 | Bk. Tm. 222,113 Ti.Un. 201,254 Ti.Un. 179,483 Ti.Un. 233,246 Ti.Un. 195,221 
Tele. 344,159 E.World 260,177 | Post 157,646 Post 119,168 Post 96,447 Post 36,712 Mirror 97,838 
St.Un. 233,447 Tele. 207,923 | E.Worldt 51,939 Mirror 16,309 Mirror 18,033 Mirror 23,882 Post 40,981 
NEWS 193,390 St.Un. 158,849 | M.Worldt 50,892 Graphic 8,480 


E.World 173,111 L.NEWS 145,754 I St.Un. 43,866 St.Un.t 7,908 
* 6 Months 


Graphic 165,277 Graphic 35,523 Mirror 31,511 ti2 Months 


Mirror 25,020 Mirror 16,055 Graphic 15,710 SOURCE: Media Records, Inc. 
TOT. 9,198,888 5,981,812 4,351,718 3,587,451 3,558,156 3,946,372 4,027,589 
NEWS % 2.1 2.4 5.2 6.8 8.6 8.9 10.9 


* ouhich apparently INAICALES that automotive 


advertisers are getting to be smarter space buyers in New York 


... And obviously indicates that there is still room for smart space 
buying by some automotive advertisers... Because any New York 
paper ranking second in TOTAL Linage, first in advertising 
expenditure, Total Display, Retail, Department Stores, Drug Store 
Products, Furniture, Radio, Jewelry and Refrigeration; second 
in Amusements, Clothing, Electrical Appliances; third in Alcoholic 
Beverages, Musical Instruments... is certainly better than fourth 


choice in New York as an automobile medium... What do you think? 


NEW YORK'S cpt 


220 EAST FORTY-SECOND STREET, NEW YORK 
Tribune Tower, Chicago * Kohl Building, San Francisco 
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Chevrolet Advocates Sales-Service Operation 


New “Requirement Book” 
Urges Customer Contact 


By JACK WEED 


DETROIT. —A new book en- 
titled “Parts and Service Require- 
ment,” which has been recently 
published by the Chevrolet Motor 
Co., for the guidance of its zone 
and district managers, definitely 
shows that this company is ad- 
vocating the sales-service type 
of dealer operation for its retail 
outlets. 

The Requirement Book is com- 
plete in every detail. It gives the 
territorial men full instructions 
and suggestions which they in 
turn can pass on to dealers as 
authoritative suggestions of the 





home office, based upon six years 
of study of dealer operations by 
the Chevrolet dealer record de- 
partment. 


Division Thorough 


This division of the Chevrolet 
sales activities is perhaps one of 
the most thorough in the indus- 
try, as it keeps authentic and de- 
tailed records of operation on all 
Chevrolet Class “A” dealers in 
the country, in the endeavor to 
be of service to its retail sales 
outlets in increasing their profit 
potentialities. - 

Thus Chevrolet, in an important 
publication, encourages its deal- 
ers to put themselves in the type 
of building and operation which 
makes for greater customer con- 
tact through active solicitation of 
quick service work and the sale 
of daily needs items. This puts 
another very important stamp of 
approval on the trend which has 
been particularly manifest for the 
past year and a half, and which 
Automotive Daily News has been 
advocating through its presenta- 
tion of working examples of this 
trend by outstanding dealers 
throughout the country. 

Chevrolet’s keen interest in the 
gasoline selling sales-service type 
of dealership is clearly indicated. 
Out of 21 ideal car dealer build- 
ing plans incorporated in the 
building layout section of the 
book, 11 of the designs emphasize 
the use of gasoline dispensing 
equipment placed on the apron 
approach to the building, as an 
attraction to draw the passing 
motorist into the dealer’s place of 
business. 





Lists Details 
The physical requirements of a 
properly set-up dealership are 
taken up in detail in the book in 
the following order: The type and 
size of building, the tools and| 


SUPER 


equipment, signs, service forms 
and literature; and parts stock. 

Under the heading of dealer 
building suggestions, the Require- 
ment Book takes up the amount 
of square footage a dealer should 
have in his service department in 
order to properly service a de- 
termined number of cars sold per 
year (differentiating in the 
amount of space when the dealer 
does or does not sell gasoline), 
the dimensions and type of build- 
ing best suited not only to the 
dealer’s property but to the char- 
acter cf the location. Floor plans 
and front elevations are shown 
for each of the designs suggested. 

While every building design 
emphasizes the need for the 
proper amount of space to do 
service work efficiently, four of 
the buildings are designed to fit 
primarily the type of car dealer 
operation where quick service of 
the so-called super-service type 
can be rendered to the best ad- 
vantage and the greatest profit 
of the dealer. Chevrolet calls 
these dealerships “Community 
Service” dealerships. In each of 
these designs, the gasoline pumps 
are very much in evidence, the 
approach is by wide aprons 
reaching from the building to the 
street, quick service and lubrica- 
tion wells are provided, and each 
design incorporates a quick wash 
rack or well. All of these build- 
ings are laid out for corner loca- 
tions. 

Modern Design 

One of these “Community 
Service” dealerships designed for 
a corner lot, 100 by 140 feet, is 
called a “developed” Community 
Service building. In this struc- 
ture the front third of the build- 


Oldsmobile Map 


PLENTY OF ROOM for service 
facilities feature this well-lighted 
service station recommended by 
Chevrolet. The pump island is 
easily reached from either direc- 
tion, 


ing is laid out with the quick 
service appeal in mind and the 
rear two-thirds contains a full- 
size regular service lay-out with 
an exit at the side near the rear, 
opening out onto the side street. 

All of the buildings are of the 
modern trend in design, using 
plenty of glass and providing for 
the maximum in display space 
for the design. The structural 
treatment allows wide latitude in 
the selection of the materials used 
in construction but each design 
lends itself ideally to the new 
structural glass and porcelain 
enamels which were so prominent 
in the buildings at the World’s 
Fair, and which are becoming so 
popular in the construction of 
the modern business houses and 
dealer buildings. 

Bowing to another trend which 
is recognized by Chevrolet, and 
which was borne out in the re- 
cent ADN dealer survey to deter- 
mine dealer trends, each building 
design which includes a maior 
service department also includes 
a lacquer room. The incorpora- 
tion of this specialized service 

(Continued on Page 27, Col. 1) 


s Out Course 


For 6,000 Service Mechanics 


dealer’s place of business and 


LANSING.—Beginning this 


January, more than 6,000 service 
mechanics employed by Oldsmo- 
bile dealers are “going to school.” 
At tke end of six months all those 
of the 6,000, who have a percent- 
age of 80 or better will be awarded 
a certificate entitling them to 
membership in the Oldsmobile 
Master Mechanics’ Club and a 
club lapel pin, says J. J. Dobbs, 
general service manager. 


Schools will be held in the 


SERVICE 


and Visible Lubrication” 


with CURTIS LIFT 


Mendenhall Motor 
fi t Co., St. Louis, rer 


A Bul Sized Lift For All Makes of 


Cars 
Curtis Pneumatic Machinery 


New York City — 


CURTIS 


— Self-Leveling, Oil-Locked 


Co. 008 Siegen Ave, 8 Se. Louis, Mo. 
Air Compressors—Car 
Washers—Rotating Lifts 
Tire Inflation Stend. 


supervised by the factory service 
organization. For each of the six 
months, a set of 20 questions 
will be answered by the 6,000 men. 
The questions cover details of 
Oldsmobile engineering and serv- 
ice operations that mechanics en- 
counter daily. 


In addition to the club member- 
ship certificate and pin, the fac- 
tory offers 12 prizes monthly to 
the 12 service mechanics who ob- 
tain the highest percentage in 
answering the questions. Finest 
precision instruments obtainable 
and other tools and articles for 
the use of service mechanics 
make up the prizes. 


To stimulate interest in the 
course and inform the entrants of 
mechanics’ rankings a new 
monthly magazine, called “The 
Oldsmobile Master Mechanic,” is 
being published. 


Dealers to Lunch Again 


After Five Lean Years 


AKRON, O.—Automobile dealers 
here will resume Monday noon, 
a custom that they dropped nearly 
five years ago when the depression 
began to be felt. 


They will meet each week to 
have luncheon together and dis- 
cuss mutual problems. First of 
these meetings will be held this 
week. Harry E. Bennett, secretary 
of the Akron District Automo- 
bile Dealers Assn. announced. It 
is planned to have an outside 
speaker about once a month. 


The scheme of allotting pre- 
ferred space at the annual auto- 
mobile show on the basis of the 
record of attendance at the 
weekly luncheons may be revived, 
Bennett said. 
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Dudley Walker Elected 


Head of Denver Dealers 


DENVER.—Dudley Walker, 
Walker Buick, Inc., has been 
elected president of the Denver 
Automobile Dealers Assn. He suc- 
ceeds George Irvin, George Irvin, 
Inc., who upon the expiration of 
his term was presented with a 
silver tableware set. 

Others elected were: Lester 
Thomas, vice-president and Alston 
McCarty, William Taylor and Wil- 
liam Ervin as directors for terms 
of two years each. Holdover di- 
rectors are Otis Larson and Ray- 
mond T. Young. Tom Braden will 
be retained as secretary and 
manager of the organization. 
Thirty new car dealers in Denver 
are members of the association. 
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A. G. Southworth 


NEW YORK.—Augustus Glidden 
Southworth, president of the Glidden 
Buick Corp., and former manager of 
the New York branch of the Buick 
Motor Car Co. died of an attack of 
acute indigestion here Tuesday in 
his offices. He would have been 66 
years old on Feb. 3. 

A pioneer automobile dealer in 
New York, Mr. Southworth was 
twice president of the Automobile 
Merchants Assn. of New York. He 
resigned as Buick branch manager 
here in 1930 to devote more time to 
other interests. 

Entering business here in 1898 as 
a bicycle salesman, he watched his 
business grow from a $10,000-a-year 
company to one that does a gross 
annual business above $7,000,000. 

In 1933 he became president of 
the Motor Vehicle Retailing Code 
Administration of Metropolitan New 


PRIVATE DRIVEWAY 


SMALL BUT EFFICIENT, this modern quick-service station is 


designed to sell cars to the service customer. 


ties for all repair jobs. 


There are ample facili- 
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THE RECORD IN 1935 


GAIN LOSS 


CHICAGO TRIBUNE — 1,130,931 
SECOND NEWSPAPER 453,496 
THIRD NEWSPAPER 198,498 
FOURTH NEWSPAPER 984,231 
FIFTH NEWSPAPER 1,105,983 


O ADVERTISERS seeking to make 
T their appropriations buy the great- 
est results in the Chicago market dur- 
ing 1936, the following facts are sig- 
nificant: 

The Chicago Tribune last year 
printed 1,130,931 more lines of adver- 
tising than in 1934. 

It led all Chicago newspapers in 
volume of gain and in total volume of 
advertising printed. 

This record reflects Chicago's ex- 
panding volume of trade and the prime 
importance of the Tribune as Chicago’s 
first advertising medium. 

To take full advantage of the sales 
opportunities presented during 1936 
in this market, concentrate your adver- 


tising in the Chicago Tribune. 


TOTAL ADVERTISING VOLUMES 
5 


2nd NEWSPAPER 


3rd NEWSPAPER 


4th NEWSPAPER 


sth NEWSPAPER 


Chicago Tribune 


NEWSPAPER ADVERTISING IS POINT-OF-SHOPPING ADVERTISING 
















































































































































































































































Good Business Practice 


Gives Holz 


baugh Record 


By E. M. LUBECK 


DETROIT.—By selling 4,732 used cars and 3,267 new 
ears from Jan. 1, 1935 to Dec. 31, the George Holzbaugh 


Co., 
record for a dealership sales 


local Ford dealers, has set what is claimed to be the 


for the year and enabled a 


group of salesmen in the organization to collect commis- 
sions which sound like the salaries of bank presidents. 


Holzbaugh salesmen sell used, as well as new Cars. 


The 


efforts of these men resulted in three members of the 





Holzbaugh organization being® 
selected, from a total of 10 men 
for the Ford Detroit district, to 
enjoy the all-expense trip to the 
San Diego Fair last summer 
Selling 4,732 used cars was the 
result of a number of good busi- 
ness practices. First, according 
to Holzbaugh himself, was the 
manner in which the car to be 
traded in was appraised for its 
actual resale value to the public 
Before he started in the auto- 
mobile business in 1929 Holzbaugh | 
was engaged in another line of 
business. In his work he learned 
values and business methods. He 
has applied them in the selling 





of motor cars and says the first 
principle of the automobile busi- 
ness is the knowledge of selling 
merchandise for its value and not 
allowing more for merchandise to 
be traded in than it will actually 
bring when offered for sales the 
second time 


Used cars, according to Holz- 
baugh have only one price which 


is what the public will pay for 
them. Consequently when his 
appraiser puts a price on the 


used car it is based on its actual 
resale value. Holzbaugh admits 
however that sometimes it may 





SHOE °EM WITH NEW GOODYEARS 
».. AND SHOO °EM OFF THE LOT 





go for USED CARS 
on good rubber 


Usually takes about $20 to $25 — 


Ask Goodyear Man! 


TRY IT! Try dolling 
up jobs you want to 
move fast — put on 
brand - new: Goodyears 
carrying our famous 
name and houseflag on 
sidewalls. 


See how quickly buy- 
ers spot such cars— 
hop in ’em—pick ’em 
off—at prices including 
your cost plus a profit— 
for the Goodyear tires. 











be a little high and if so it is 
marked to meet current prices 
but any car taken in which may 
be out of line, is marked as 
quickly as possible and any loss 
that may result is charged to ex- 


perience. The main point of a 
volume in used cars is quick 
sales. 


Checked Thoroughly 


Second, he claims that to get a 
volume of 4,732 cars moving 
steadily all used cars have to be 
reconditioned so as to make an 
appeal to the buyer. Therefore 
no cars are allowed to sit around 
and become neglected but go 
through the reconditioning mill 
as quickly as possible. Each car 
is checked so thoroughly that the 
Holzbaugh guarantee can be put 
on the car and sold with the 
buyer knowing he has bought 
something that carries with it 
guarantees for performance and 
appearance 


Holzbaugh stands by his guar- 
antees. He doesn’t always take 
the buyers’ word for any com- 
plaints that are registered. The 
writer, when interviewing Holz- 
baugh, saw a clear case of this. 
A used car buyer claimed that 
certain noises bothered him. A 
check was made but the inspector 
could find nothing wrong. Holz- 
baugh listened to the owner’s 
complaint and while carrying on 
a telephone conversation with a 
party who was interested in a 
new car, Holzbaugh held up his 
talk for a moment and turning to 
the complainer said, “Here are 
the keys to my car, take it and 
I'll drive your car and see what 
is wrong. If the trouble is as 
you say we will fix your car if 
we have to tear it apart.” A 
moment later he said, “We are 
after good will in this establish- 
ment and it means more to us to 
have a customer satisfied than 
to have him running around in 
cireles telling the neighborhood 
that we don’t mean what we say. 


Display Team Work 

The entire Holzbaugh organi- 
zation is a family affair as far as 
the interest in the company is 
concerned. The Holzbaugh pri- 
vate office is an “open door” affair 
for salesmen, office help, service 
men and visitors who crowd it all 
day long. Holzbaugh keeps his 
fingers on every detail, never go- 
ing to lunch and every man in 
the sales or service department 
because of this democratic spirit 
displays team work right to the 
limit. Holzbaugh says that is 
what leadership amounts to and 
it is this leadership in the selling 
business that has given his com- 
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Detroit Dealer Sells 4,732 Used Cars in Year 





pany the call for both new and | 


used car sales 


Third, the MHolzbaugh sales 
methods for used cars gives the 
company the opportunity to con- 
tact possible purchasers. The 
company has seven used car, lots 
scattered at strategic points 
throughout Detroit. Each is in 
charge of a manager and not less 
than two men are in attendance 
at all times. The best recondi- 
tioned cars are given prominent 
display and each car marked 
plainly with the price and the 
Holzbaugh sign of guarantee. 
Cars this winter are all condi- 
tioned for winter, ready to run 
and give a real demonstration 
the moment the prospect gets in. 


Must Be Good 


If the prospect has a used car 
to turn in, it, too, must undergo a 
thorough inspection. If found to 
have too many things wrong with 
it no deal is made. Holzbaugh 
says, “If it isn’t worth fixing and 
selling so that we can get our 
money out of it, then we don’t 
want it. We are not in the junk 
business and no matter how much 
any competitor tells the owner it 
is worth, such figures don’t mean 
a thing. The chief trouble with 
used cars is that there are too 
many dealers who are ready to 
allow prices far and beyond what 
they know the car will sell for 
The dealer can’t get by if he 
continues to buy used cars at 
prices beyond what he should 
know they will bring when re- 
conditioned and, believe me, re- 
conditioning cars costs money.” 

When asked if his program of 
1935 made him any money, he 
said, “Well, we are in business, 
and if you haven’t any money you 
are out of business. Of course 
we didn’t make a profit on every 
used car we sold. That is prac- 
tically impossible, but the net on 
the used car volume, plus that of 
the new car volume, has made us 
money and will continue to make 
us money for 1936. When you 
get buyers coming back to you 
year after year because of the 
good will you establish, then you 
have nothing to fear in the motor 
ear selling business.” 


Hockey Enthusiast 


Holzbaugh is a hockey enthusi- 
ast. He sponsors a team of 
hockey players under his name 
which has been one of the lead- 
ing teams in Detroit. He says ‘t 
is just an additional way of keep- 
ing his name before the public 
and says it pays even though the 
expenses runs well up in the 
thousands. The publicity he gets 
has created a friendly feeling to- 
wards his organization. 





Used Cars Accumulate Say 
Dealers in Seattle Sector 


SEATTLE.—The used car mar- 


ket is not keeping pace with new 
car sales, and trade-ins are piling 
up on the hands of dealers. This 
is the situation in the Seactle sec- 
tor as the New Year starts out. 


The major factor in used cars 
not moving as rapidly as they 
should is that they are priced too 
high, a logical result of having 
traded in at too high a valuation. 
In fact the high prices have made 
it attractive for used car dealers 
to purchase cars elsewhere and 
bring into the local market, to 
further complicate the situation. 





|} used cars 
|and bring them to Seattle, where 
| prices 


“It is perfectly legal to buy 


in a cheaper market 


are high,” said a dealer 
close touch with the 
situation. “Laws cannot stop the 
practice. Supply and demand 
takes care of that. So the an- 
swer of the local dealers must be 
lower priced used cars, so that 
it will be unprofitable to bring in 
| outside stocks. 

“Another bad feature in the 
used car market is that the book 
prices are too high, and it is on 


who is in 








that basis 
made.” 


On this point a bulletin of the 
Seattle Automobile Dealers Assn. 
says: “The officers of the associa- 
tion have made a comprehensive 
study of the used car situation as 
it now exists throughout’ the 
United States. As a result, it is 
apparent that prices being main- 
tained on used automobiles in 
this city are much too high. This 
accounts for the increase in 
stocks which will present a more 
serious problem in the spring. The 
situation is more acute in this 
city than in other parts of the 
country due to the high prices 
encouraging used car dealers to 
import stocks and sell them at a 
profit here.” 


Local dealers are planning to 
slash prices immediately and the 
association recommends doing this. 
An effort will be made to have 
the books revise prices downward 


that trade-ins are 


A movement is also on foot to 
revive the Used Car Managers 
Assn., with the plan to hold regu- 
lar meetings of all members the 
last Monday of each month. 











USED CARS 


Suit Questions 
Right to Assess 
Used Car Tax 


JEFFERSON CITY, Mo.—The 
right of Forrest Smith, state audi- 
tor, to assess an occupation or 
sales tax against automobile 
dealers on used cars taken in on 
the price of new cars sold. is 
questioned in a suit recently filed 
in Circuit Court at St. Louis 
against the Hallenberg-Wagner 
Motor Co. of that city. 

As previously reported in Auio- 
motive Daily News, the gross re- 
ceipts of retailers was subject to 
an occupation tax of one-half of 
1 per cent from Jan. 15, 1934, 
until Aug. 27, when the levy in 
question was replaced by a 1 per 
cent sales tax. 

The Hallenberg-Wagner Motor 
Co., according to the plaintiff’s 
petition, claims exemptions total- 
ing 256,044 on gross receipts 
under the occupation tax during 
the period from Jan. 15 to Aug. 
27, 1934 It is alleged by the firm 
that the exemption represented 
the deductions made on new cars 
of the trade-in value of old cars 
used as part purchase price. 

In the test suit filed at St. 
Louis, the State contends the ex- 
emption is illegal and asks for 
a judgment of $1,280.22 for taxes 
on the amount. 


It is reported that the automo- 
bile associations of Kansas City 
and St. Louis, which are defend- 
ing the suit, have agreed to abide 
by the result of the suit in the 
Circuit Court. 


Virginia Dealers 
Urged to Unite 


RICHMOND, Va. (UTPS). — 
Need of united action in sup- 
port of a plan to control used 
car losses and in obtaining better 
co-operation from manufacturers 
was emphasized at a recent meet- 
ing here of the automobile dealers 
of Virginia. 

“No individual dealer, no mat- 
ter how intelligent, how well fixed 
financially, how hard he may 
fight, can win in a battle against 
the combined strength of the 
manufacturers, said William B. 
Burruss, business and sales an- 





alyst. 
Burruss presented what he 
called the “keyt to profit,” illus- 


trating his address with charts. 
The first “key” he called the 
proper mental attitude toward 
one’s business. “We must feel 
right about our business, or we 
should get out of it,” he said. 

John R. Walker, of Chicago, 
vice-president and general mana- 
ger of the National Assn. of Sales 
Finance Companies, proposed that 
his organization and the NADA 
join in placing themselves much 
in the same position with refer- 
ence to used cars that the manu- 
facturers occupy with reference 
to new cars. 

“The used car is an orphan 
which I believe our two organiza- 
tions must adopt,” he asserted. 


Edward Payton, of Cleveland, 
consultant on automobile dealer 
management problems, asserted 
that nine-tenths of the dealer’s 
functions are within his control 
and one-tenth beyond his con- 
trol, but that the one-tenth may 
be more vital to success than any 
other part. 


Carl Denetdinn New Chief 
Of ANCO Sales Program 


GARY, Ind.—Car] Parsons, who 
has represented the Anderson Co., 
makers of “Vision-Control” pro- 
ducts, in the New York metro- 
politan district for the past four 
years, has been transferred to the 
home office here. He has been 
placed in charge of the ANCO 
sales program, according to John 
W. Anderson, president of the 
company. 


GMAC‘Trust 


’ 


Highest Tribunal Upholds 


Finance Co.’s Title to Cars 


WASHINGTON. — Legality of 
trust receipts as used by finance 
companies and validity of the 
title to cars held by finance com- | 
panies through such receipts has | 
been finally established through | 
the recent affirmation by the 
United States Supreme Court of 
a favorable decision gained by 
the General Motors Acceptance 
Corp. in a lower court (ADN Jan. 
11). 


The original action was brought 
in the Superior Court of the State 
of Washington by A. W. Kline, | 
receiver of the Kirksey Chevro- 
let Co. against GMAC. On motion 
of GMAC it was transferred to 
the United States District Court. 


Kline, the receiver for the de- 
funct dealer, contended that 
GMAC had seized 14 cars valued 
at $8,339.55. It was alleged that 
the Kirksey firm was insolvent 
on Jan. 1, 1931. The receiver was 
appointed Feb. 2, 1931. The Dis- 
trict Court found that GMAC was 
a creditor of the insolvent dealer 
to the amount of $8,500, and that 
this amount was later increased 
to $12,500. 








Not Recorded 

The receiver contended that 
GMAC seized the cars in ques- 
tion on Jan. 29 upon their claim 
asserted on certain trust receipts. 
He asserted that such trust re- 
ceipt afforded GMAC no title in- 
asmuch as they had not been re- 
corded as chattel mortgages ac- 
cording to the state laws. 


The District Court found for | 
the receiver and declared that 
he was entitled to judgment for 
the amount demanded in his com- 
plaint. The court stated that the 
trust receipt was neither a chat- 
tel mortgage nor a conditional 
sale and could not be the means 
of GMAC retaining title inasmuch 
as it had not been recorded with 
a special oath in accordance with 
the laws of Washington. 


GMAC appealed to the United 
States Circuit Court of Appeals 
for the Ninth District, which re- 
versed the judgment of the lower 
court. 


The appellate judges held, cit- 
ing many similar cases, that trust 
receipts are neither chattel mort- 
gages nor conditional sales and 
consequently it is not necessary 
to record them as such. They 
said: 


“According to the arrangement 
the title to the autos passed from 
the manufacturer to the appel- 
lant (GMAC) and remainded in 
the appellant unless the execu- 
tion of the promissory notes and 
trust agreement by the Kirksey 
Chevrolet Co. operated to trans- 
fer title to the Kirksey Chevro- 
let Co. so far as the creditors are 
concerned, notwithstanding the 
fact that the trust agreement ex- 
pressly provided to the contrary. 
As between the Kirksey Chevro- 
let Co. and the GMAC the con- 
tract is valid and is to be en- 
forced by them according to its 
terms. By the agreement the 
GMAC was clearly within its 
rights in taking possession of the 
auto in question... . 


Variously Interpreted 

“The question as to the nature 
and effect of these trust receipts 
is not a new one. They have been 
variously interpreted by various 
courts. The decisions with refer- 
ence to their effect and validity 
are dependent upon the laws of 
the state in which the transac- 
tion occurred, and the diversity 
of opinion is thus far due to 
statutory differences. 

‘Tf the title to the autos had 
passed in the first instance from 


the manufacturer to the Kirk- 
sey Chevrolet Co. and the ar- 
rangement had been made be- 
tween the Kirksey company and 
the appellant, contemporaneously 
or subsequent thereto, by which 
the appellant advanced money to 
the Kirksey Chevrolet Co. either 
for the purpose of paying for the 
purchase price of the autos or 
for any other purpose and the 
trust receipt and notes here in- 
volved had been executed under 
those circumstances, the trans- 
action would unquestionably be in 
legal effect a chattel mortgage. 


The appellate judges then 
pointed out the distinction be- 
tween trust receipts wherein the 





title of the holder was derived 
from the person who executed the 
trust receipt and those in which 
the title of the holder was derived 
from someone other than the 
debtor. They cited precedent to 
the effect that: “The only cases 


| where the holders of trust receipts 


have been allowed by this court 
to prevail against the ultimate 
purchaser or his trustee in bank- 
ruptcy have been those where the 
title of the holder of the trust 
receipts was derived from som- 
one other than the debtor.” 


Quoted Authorities 

Additional authorities were 
quoted by the appellate judges to 
support their view that trust re- 
ceipts are not chattel mortgages 
nor conditional sales and are not 
required to be recorded as such. 
One of these said: 

“Trust receipts have generally 
been held not subject to record- 
ing or filing acts, probably be- 


WHY DON'T YOU 
FELLOWS GET BUSY? 


AW...WHAT WE NEED IS 
SOMETHING TO CLOSE 
OUR PROSPECTS ! 


FOR SALESMENS 
TRAINING 


YOU'RE RIGHT, 


DE SOTO'S 
WAY AHEAD 4 
OF THE CROWD! 


IN THE HOME 


BOY! 1 CAN GO 
PLACES WITH 
THESE |DEAS! 


LET'S GO DOWN 


oe 
TO THE 


| SHOWROOM 
Now! 





AUTOMOTIVE DAILY NEWS, SATURDAY, JANUARY 18, 1936 


Receipts’ Validated by 


cause such statutes are to pre- | 
vent secret liens upon property 
of persons who have had prior 
possession and ownership of the 
property. And it is undoubtedly 
for this very reason that holders | 
of trust receipts have been al-| 
lowed to prevail against the ul-| 
timate purchaser or his trustee 
in bankruptcy only where the 
title of the holder was derived | 
from someone other than the} 
debtor.” 


The appellate judges reversed 
the decision of the lower court | 
and pronounced that the autos in 
question belonged to the GMAC| 
which was not liable to damages | 
for having seized them. 


The case was carried to the | 
United States Supreme Court by | 
the receiver for the Kirksey | 
Chevrolet Co. That body af- 
firmed the findings of the Court 
of Appeals and denied the re- 
ceiver’s petition for a new trial. | 


HELLO, JIM. THE 
FACTORY SENT ME 
DOWN WITH THIS |g 
MONTH'S SOUND 
SLIDE FILMS. 


- Breer se wwee Dec ed.. 160048- 


15 


Bnew nto 


Supreme Court 


J. E. DeLong Continues 


To Head Waukesha Staff 

WAUKESHA, Wis.—J. E. De- 
Long, vice-president and general 
manager of the Waukesha Motor 
Co., will continue in that post, it 
was announced following the first 
meeting Jan. 8 of the board of 
directors since the death of H. 
L. Horning, president, Jan. 4. 

A management committee will 
continue in active charge of the 
company’s operations as for the 
last six years, it was stated. A 
president to succeed Mr. Horning 
probably will be elected by direc- 
tors after the next annual stock- 
holders meeting in August, it was 
reported. 

DeLong; J. B. Fisher, chief en- 
gineer; C. P. Ross, assistant treas- 
urer; J. G, Swain, sales manager, 
and A. S. Cronk, director of pur- 
chases, are members of the man- 
aging committee, which was or- 
ganized by Mr. Horning. 


I'M ALL FOR SOUND 
FILMS... IT'S THE 
BEST SALES TOOL 


WE EVER HAD. 


| NEVER REALIZED | 
A CAR COULD TAKE 
SUCH PUNISH- 
MENT. 


a= 


IN THE 
SHOWROOM 


WE'LL TAKE THE ' 
, BLUE ONE 
a VAS \fA ~ a) 


1 4 o}\,, i 
oS )\\ gl 


FELLOWS...WEVE PASSED THIS 


MONTH'S 


DE SOTOS SOUND 
SLIDE FILM PLAN 
SURE SELLS CARS! 


t 


“DE SOTO TAKES CARE OF ITS DEALERS!” 


MAKE MORE MONEY ...to have 

a@ permanent business ...to enjoy 

more pleasant relations with your 

factory...these are the fundamentals 
of a good franchise. 


De Soto and Plymouth dealers en- 


joy them to a marked degree. For, if 


you were to write your own ticket, it 
would parallel our own policies... be- 
cause De Soto takes care of its dealers. 


A new 20-page booklet describes 
these policies in detail...shows you 
why DeSoto and Plymouth dealers 
have the edge on competition. 
has started many a dealer off to 
bigger profits. 

You can have a copy on request. 
Address the SALES MANAGER, DE 
SOTO DIVISION, CHRYSLER 
CORPORATION, DETROIT, MICH. 


It 


QUOTA ALREADY ! 


The De Soto and 
Plymouth Franchise || 


Laan 

eR ae a 
7s oT 
ag fae 


~ a auf and 


Profitable LTT es 


SEND FOR THIS 
BOOK 


DE SOTO AND PLYMOUTH 


PRODUCTS OF THE CHRYSLER CORPORATION 





AUTOMOTIVE DAILY NEWS, SATURDAY, JANUARY 18, 1936 


Now - - 


another great money-making 


opportunity for Chevrolet 
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New 1936 
CHEVROLET 
TRUCKS 


To the new series of Chevrolet passenger cars for 1936—the 


only complete low-priced car—Chevrolet now adds a complete 


A GENERAL MOTORS VALUE Z h m 
new line of trucks and commercial cars, and thereby gives its dealers another NEW PERFECTED HYDRAULIC BRAKES 

always equalized for quick, unswerving, 
great money-making opportunity. “straight line” stops 


Chevrolet has made three major improvements in these new 1936 Chevrolet 
trucks: (1) It has increased power. (2) It has reduced operating costs to a new 


record low. And (3) it has modernized truck design and construction in every 
important part and feature. nie pone 
with increased horsepower, increased 


The proud result is America’s most economical high-powered trucks—trucks torque, greater econemy in gas and oil 


which will be the first choice of alert business men—just as the new 1936 Chev- 


rolet passenger cars are the first choice of the motoring public. 


With these two great lines of passenger cars and trucks for 1936, Chevrolet 


FULL-FLOATING REAR AXLE 


with barrel type wheel bearings 
exclusive to Chevrolet 


dealers are “all set’’ to attain new sales, new profits and new honors in the in- 
dustry during the coming year. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Now Chevrolet dealers have the further advantage of the new G.M.A.C. 6% Plan—the 
most convenient, most economical and easiest to understand of any time payment plan. 


6% NEW GREATLY REDUCED G.M.A.C. TIME PAYMENT PLAN 
0 


NEW FULL-TRIMMED DE LUXE CABS 


CH EVR with clear-vision instrument panel 
a. ep, 
WHEN YOU HAVE gpg owe YOU HAVE FRIENDS 
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USED CARS 


Pontiac Expects to Junk 10,000 Old Automobile 


Plan Will Pay 


$20 a Car 


During January, February 


PONTIAC.—Pontiac Motor Co. 
is co-operating with its dealers in 
a nationwide used car junking 
plan which it is expected will put 
off the highways permanently 
some 10,000 hazardous vehicles, it 
is announced by A. W. L. Gilpin, 
general sales manager. 


“Pontiac will pay its dealers 
$20 for the cars they scrap dur- 
ing January and February under 
the terms of the plan,” says Gil- 
pin. 

“It is expected that this plan will 
serve as a means of reducing 


dealers’ stocks of used cars and 
for the purpose of retiring once 
and for all as many old cars as 
possible that are a menace to the 


drive 
Home. 


public highways and are one of 
the greatest obstacles in the way 
of safe driving. 

“Based on the normal expect- 
ancy of the turnover in low-priced 
used cars plus the impetus of this 
$20 junking inducement, I have 
every reason to believe our dealers 
will succeed in clearing 10,000 of 
those old cars off the roads, and 
thereby reduce their own stocks 
of used cars by a similar number. 

“All junking, which will be 
under the supervision of our dis- 
trict managers, will be complete 
in every respect. So there is no 
chance these cars will ever run 
again. 

“Preliminary 


reports indicate 


that dealers are taking hold of the 
plan even more enthusiastically 
than we anticipated, and I am 
convincea that Pontiac, as well as 
the whole industry and motorists 
everywhere, will benefit from the 
used car junking plans that we 
and other companies have put 
into effect.” 


To Show Diesels 


NEW YORK.—First showing of 
the Covic diesel engines in this coun- 
try is scheduled for the National 
Motorboat Show which will open in 
the Grand Central Palace on Jan. 
17. These small diesels are said to 
be exceptionally vibrationless and 
lightweight and they boast of high 
speeds. The exhibition is being 
staged by the Covie Diesel Engine 
Co., Los Angeles, and will include 
the automotive diesel power plant 
recently shown in London, England. 


Easier Finance 
Boosts Hudson 


Used Car Sales 


DETROIT.—Used car sales, as 
a result of reduced Hudson C. I. 
T. finance charges, are running 
far ahead of usual seasonal 
trends, according to William R. 
Tracy, vice-president in charge 
of sales. 

“As a result of lower down- 
payment and longer terms, up to 
18 months; we are finding that 
considerably more used cars are 
now being sold than in the com- 
parable period of the 1935 selling 
season. Hudson and Terraplane 
distributors show 22.5 per cent 
greater used car sales for the 
first 12 weeks since the introduc- 
tion of the 1936 models, as com- 


| nt LOOK for luxury inside a car 
today, in every price range. They can 


have it! Sleek, low-pile mohair velvets offer 


them the same beauty they enjoy on the finest 
upholstered furniture. Riding in a Velmo- 
upholstered car is as comfortable as sitting 


on a deep-cushioned divan. 


When customers are shown these beautiful 


new car interiors, explain to them why Velmo 


mohair velvet is used. Tell them how kind 


VELITO 


MOHAIR VELVET 


L. C. CHASE & COMPANY, INC 


A 


GOODALL-SANFORD PRODUCT 


it is to clothing, preventing friction and shine; 
how clean and dust-shedding it is; how it 
keeps passengers from sliding; how cool in 


Summer, because it is a ventilated fabric. 


Last, but most important in driving home a 
sale..tell them how the permanence of Velmo 
will increase the resale value of a car, because 
mohair velvet is the one upholstery fabric 


that has proved to be literally “Good to the 


Last Mile!” 


selling division of Goodall-Sanford 
295 Fifth Avenue, New York 


Boston « Chicago * Detroit « San Francisco 


pared with the 12 weeks following 
the introduction of the 1935 cars. 

“Our lower and longer term 
used car financing policy was 
adopted coincidentally with the 
recently announced reduction on 
new car financing charges, On 
higher priced used cars, lower 
down payment and longer terms 
than formerly have been pro- 
vided. 


“Another feature which has 
contributed to the increased sale 
of used cars is that because of 
the greatly improved new car 
situation, there is now a better 
selection of used cars at real 
bargain prices than at any re- 
cent time. We do not find any- 
thing abnormal in the used car 
situation and, in fact, the greatly 
increased used car sales volume, 
which is contrary to the usual 
seasonal trend, is far from being 
unfavorable.” 


Prospects Good 
In Minneapolis 


MINNEAPOLIS. — Minneapolis 
and the northwest moved forward 
into 1936 with every prospect of 
continued improvement in busi- 
ness, industrial and agricultural 
conditions. 


From numerous sources, au- 
thoritative reports indicate a wide- 
spread and consistent rise in 
economic conditions in this sec- 
tion during the past year, with 
few unfavorable factors to hinder 
the continuance of this advance 
this year. 


Minneapolis Federal Reserve 
bank figures are typical of the 
general tone of practically all 
business and agricultural indices. 
These figures, most of them cover- 
ing the first 11 months of 1935, 
show that: 


Farmers cash income in Min- 
nesota, North Dakota, South 
Dakota and Montana (including 
benefit payments) aggregated 
$458,530,000 in 1935, compared with 
$404,595,000 in 1934. (First 10 
months). 


Grain receipts at Minneapolis, 
including wheat, corn, oats, barley, 
rye and flax, totaled 123,085,630 
bushels, compared with 93,196,360 
in 1934. 


Northwest carloadings aggre- 
gated 4,015,668 cars in 1935 and 
3,851,670 in 1934. 


Bank debits at Minneapolis were 
$3,413,649,000 in 11 months of 1935, 
a gain of 8.7 per cent over the 
1934 total of $3,139,492,000. 


Retail trade at 48 leading stores 
in larger northwest cities were 
seven per cent greater in the first 
11 months of 1935 than in the like 
period of 1934. 


Virginia Dealers Band to 
Fight New Tax Increase 


RICHMOND, Va. — (UTPS)— 
Automobile dealers from all parts 
of Virginia pledged themselves to 
fight any increase in agency taxes 
at the annual meeting of the 
Virginia Automotive Trade Assn., 
held recently at the Jefferson 
Hotel here. 


Asserting that the dealers of 
the state “want to pay their 
share of taxes, but don’t want to 
pay more,” Pretlow Darden, of 
Norfolk, chairman of the legisla- 
tive committee, mapped plans to 
be presented to the General As- 
sembly, now in session here, by 
the dealers. Darden declared the 
automobile dealers already were 
bearing enough of the state’s tax 
burden. 


Among the plans which will be 
submitted to the lgislature, ac- 
cording to Darden, are the need 
for retraction of the law prevent- 
ing charge for inspection of auto- 
mobiles; reduction of taxes; a law 
to prevent manufacturers from 
dictating to dealers what finance 
companies they are to use, and a 
law requiring sealed bids on 
state vehicles. 
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Bonus Would Release Millions in Every State 


Automobile Dealers Look mene Senne Serer O18 |Republic Metallurgists 


noonday luncheon when Michigan |}| oe 
industrialists and business leaders Va. Motorists May Scheduled for GM Meet 


To } ayments tor Harves will meet with United States trade ||| Have to Buy Policies SAGINAW, Mich.—Practically 

officials and the foreign repre- ||| RICHMOND, Va. — Vir- ||| every phase of the metal industry 

. — er ae - discuss a | ginia motorists would be ||| is being covered at an educational 

WASHINGTON. Representa- | . ee wee ee ; ||| compelled to take out liabil- rogram sponsored here by the 
tive Patman has made the follow- | State Dept. Lends Aid to The Detroit and Michigan Ex-||| jty insurance before being foe comes sfatianhie Iron Division, 


ing estimate of the number of | Michigan Exposition | ?°S!tion is a civic enterprise spon-||/ permitted to operate a car, ||| ; 5c 
veterans by states who hold cer- S —" sored by the Detroit Convention under the terms of a bill Venerel Sioters Csep. 


tificates, and the amount which 
would be paid to them under the 








WASHINGTON.—Hon. Cordell|/ and Tourists Bureau. | introduced in the House of ||| Among the authorities to be 
Hull, Secretary of State, has | Delegates by Albert O. 
Boschen, a member of the | 


heard are R. S. Archer and H. W 
McQuaid, both of Republic Steel 
Corp. On Jan. 20 Archer is slated 
to address the group on “Manu- 
facture of Steel from Time of 
Tapping to Finished Stock.” Well- 
known in steel circles and cur- 
rently president of the American 


House Cash Payment Bill: granted official sanction for the i a 
, No. of Total World Trade Conference and Offi- SAE Ladies Night Richmond delegation in the 
State Goctitestes. Sales | cial Diplomatic banquet and ball PITTSBURGH.— Amos Northup,||! General Assembly. The 
Alabama 50.867 $26,888 528 | *° be held in Detroit, Mar. 10, in| chief designer of the Murray Corp., measure, a duplication of 
‘Aston, 10.870 - 668.187 connection with the second annual | will describe “Future Cars” at Web- | the Massachusetts law. would 
= — * > | Detroit and Michigan Exposition, | ster Hall, here on Jan. 21. M. H. . : t : bil 
Arkansas 43,849 21,993,238 Mar. 6 to 15 Ledyard Towle, of the Pittsburgh require every automobile 
California 200,424 122,833,011 ; at seat ‘ Plate Glass Co. will speak on owner to have a personal t : » W 
Colorado 24,259 19,362,059 Formal invitations are being “Streamlining” and Homer Saint- and property damage in- Society for Metals, Are er ” 
Connecticut ... 44,043 26.914,018 | transmitted through State Depart-| Gaudens, director of Carnegie Art surance of $5,000 for injury chief metallurgist of Republic’s 
Delaware 4.884 3,527,070 | ment channels to official trade/ Institute will speak on “Beauty and | to one person and $10,000 for | Chicago district. 
Dist. of Col..... 28,281 16,278,716 representatives of 55 foreign na-| the Automobile.” A dinner at 6:30 damage involving two or “Steel Melting Practice” will be 
Florida ........ 39,535 21,921,858 | tions, it was said. p.m. precedes the technical session more persons. the subject discussed Jan. 13 by 


at 8 p.m. and dancing will begin Q : : 
Georgia ....... 58,583 32,262,946 An open forum World Trade 7 10 a. s s McQuaid, Republic metallurgist. 


Idaho 13,575 7,411,798 
SS ee 253.343 141,472,589 
ee 95,587 50,730,624 
Iowa 41,019,480 
31,436,036 
Kentucky 63696 34,261,787 | 


Louisiana ..... 53885 27,849,762 | § 
Se 21,412 12,121,627 | 
Maryland 48,424 27,931,248 | 5 B 


Massachusetts .137,113 83,147,947 | 
Michigan ..... 134,009 77,476,794 | 


Minnesota ..... 85,532 52,789,520 | 3 - 

Mississippi .... 36,802 19,308,411 | : TH fil L ; a 
Missouri a 60,820,922 | é 

Montana 10,281,687 | ; JLOVECFL I 














Nebraska 33 21,802,190 | 
Nevada 1,771,846 | 
New Hampshire 12,370 7,298,113 | 
New Jersey....116,440 69,579,645 | 
New Mexico... 10,101 5,810,422 
New York .....377,182 221,373,427 
North Carolina 63,926 34,622,162 | 
North Dakota.. 16,174 8,762,475 | 
Ohio 182692 106,061,344 | 
Oklahoma ..... 67.181 35,202,766 
Oregon ........ 35,376 20,679,034 
Pennsylvania ..259,931 155,594.459 
Rhode Island.. 20,789 12,356 383 
South Carolina. 35,747 19,316 831 
South Dakota.. 22,713 11,757,600 
Tennessee ..... 59,009 32,497,536 
148.771 83,696,221 
8,035.096 
5,042,465 
Virginia 63,132 36,811,791 
Washington ... 56.335 34,079,306 
West Virginia... 43.294 23 345,392 
Wisconsin 88.036 47,177,680 
Wyoming 11,177 6,329,955 
All branches of retail trade are | 
optimistically watching progress 
of the bonus plan in Washington. | 
Automobile dealers, especially, 
look for a sizeable boom in sales, 
with polls indicating that many 
of the veterans choose a new car | 
as one of the first purchases with 
the long-awaited payment. 


Gar Wood Will Speak 
To N. Y. SAE on Jan. 20 


NEW YORK. — The metropoli- ; 
tan section of the Society of Auto- | '#F 
motive Engineers will hold its| | 
Annual National Motor Boat 
Show meeting Jan. 20, at the 
Roger Smith restaurant, 40 East 
41st St., New York city. 

Garfield A. Wood, the world’s nt UPLATE Safety Glass has behind it a record of 
motor boat champion will address | Miia ; ° 
the engineers and naval architects satisfactory performance extending over many 
on the subject of speed and in- » years. Its quality need not be taken on faith, for that 
dustry. While he is best known pees : ‘ i is per- 
SEI i sietteeienate in tit aaanee quality has been proved in actual service. This p 
boat world, he has been intimately | formance record, coupled with the fact that 


connected with the automotive in- Duplate is made by a company internationally 


dustry for man years. As the ‘ 

ce of the Wood hydraulic known for producing glass products of su- 
hoist for motor trucks, he created perior quality, assures long, dependable, 
a new industry. economical safety glass service in the 


Boats have been part of Gar ‘ 2 
Wood's life since his. boyhood. His windshields and windows of your custom- 


Miss America X holds the worlds | ers’ automobiles. 


motor boat championship with a_| ° . 
speed of 124.915 miles per hour. If the cars you handle are equipped with 


He is the man responsible for Duplate, make a selling point of it. In any 
keeping the speed boat champion- case, when car-owners come to you to have 


ship of the world in the United ° . : : 
in ee years and the present ordinary glass in their cars replaced with 


holder of the Harmsworth Trophy. safety glass, remember that by giving them 

ee Duplate, you are insuring their entire satis- 

Ends Tax Fears faction, and strengthening your reputation 
PROVIDENCE.—Fear of 8 one- for supplying quality products. For com- A PRODUCT OF 


cent increase in the state gasoline ‘ 2 
tax was dispelled in the General plete information on Duplate Safety Glass, 


—, —, — a write the Pittsburgh Plate Glass Company, Pit PITTSBURG Hi} 
budget, balanced without the need Grant Building, Pittsburgh, Penna. PLATE GLASS COMPANY 


of resorting to additional taxes. 
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PARTS, ACCESSORIES _ 


Parts, Accessories Show i in Chicago Febriary 8-12 


Volume Buyers Exhibit 
Expected to Draw Crowd 


CHICAGO.—The Stevens Hotel 


here will be the scene of the an- 
nual exhibit of automobile parts 
and accessories, sponsored by the 
Volume Buyers Automobile Ac- 
cessories Assn., Feb. 8 to 12. 


There will be a complete ex- 
hibit of fast moving items and 
modern merchandising equip- 
ment. All important manufac- 
turers are reported to be exhibit- 
ing their lines under the one roof. 


Display Stand 


DETROIT.— American Brakeblok 
is offering its dealers a coverage 
box assortment of brake lining with 
oil-painted stand for displaying the 
material. This is the first time an 
American Brakeblok assortment of 
this type has appeared. 


The display, which can be used 
either on counter, window or floor, 
is of the easel type and brake sets 
are fitted into slots in the front. 
Printed plainly under each set is the 
number and size so that correct re- 
placement can be made without con- 
fusion. Included with the assort- 
ment are wall charts, folders and 
other shop and sales helps. 


It is expected most buyers in the 
Middle West will attend the five- 
day display 


Rooms are now being allotted 
on the basis of first received 
Floor plans and prices for ex- 
hibition space have been sent out 
by the association. 


Mail order houses, chain stores, 
jobbers and manufacturers have 
reserved space and it is expected 
the show will be one of the most 
important of the year for volume 
buyers. 


Reduced railroad fares will be 
offered during the exhibition. 


New Trade Name 


PHILADELPHIA. The name 
“Pedrick” now applies only to pis- 
ton rings. All other products of 
the Wilkening Mfg. Co., which have 
been considered accessories in the 
“Pedrick” line, will henceforth be 
sold under the trade name “Wilco.” 
This line will include the recently 
introduced Wilco valve packings and 
also piston ring compressors, piston 
skirt expanders and piston groove 
depth gauges. 


Collins & Aikman 
Introduce New 


Bus Upholstery 


NEW YORK.—Collins & Aik- 
man Corp., has announced a new, 
improved line of upholstery fab- 
rics specifically designed to meet 
the needs of the bus industry. 

Fresh color effects combined 
with greater durability of con- 
struction distinguish the new 
fabrics, it is said. They are 
woven from 100 per cent angora 
kid mohair and the pile tufts are 
woven together so closely that 
every inch of the material con- 
tains thousands of tiny upright 
fibres. It is this closely woven, 
low-cut pile which gives these 
fabrics their combination of lux- 
ury plus serviceability, the spon- 
sors say. 

Wear-tests show that such an- 
gora mohair velvets are the long 
wearing. For example, after 565,- 
000 rubs on an abrasive machine, 
cotton, silk, linen, or rayon fab- 
rics are well worn, while mohair 
velvet, submitted to the same 
test, shows no perceptible wear on 
the surface fibres from the gruel- 
ling rubs of the machine, it is 
said. 

Independent tests made by lead- 


HERE is one group of men at the 


Packard factory who are convinced that Packard products are 


not good enough! They are the engineers—the men who are 


continually submitting Packard cable to every possible test for 
performance and durability. They take nothing for granted, 


assuming that even the best cable can be made better. It is 


largely their work that accounts for the improvements. that are 


constantly being made in every type of Packard cable ... keeping 


Packard in step with the changing characteristics of motors and 


electrical systems, and compensating for the increased require- 


ments placed upon automotive cable by the greater use of acces- 


sories.. This constant research is the key to Packard quality and 


Packard progress. It is responsible for the development of such 


an outstanding leader as Packard FOUR-FORTY 


. and it is 


applied with equal concern and equal success to every product 


that we make. Packard Electric Corporation, Warren, Ohio. 


AUTOMOTIVE CABLE 


ing clothiers, are said to show 
that mohair velvet causes less 
shine and wear on passengers’ 
clothing than any other type 
Smartness and serviceability have 
therefore been united in the de- 
velopment of these _ specifically 
constructed bus materials. 

Sixteen patterns comprise the 
new group of fabrics, each in 
choice of colors. Designs range 
from the classic chevron to shaded 
checks and wavy plaids, with a 
number of florals available. Vari- 
ety is achieved by the use of 
plain and printed mohair velvet 
in combination. 

Fresh color effects are expected 
to transform coach interiors radi- 
cally. Bois de rose, grey and ma- 
room, soft reds with brown, char- 
treuse and brown, peacock blue 
in three shadings . these are 
some of the color combinations 
which will greet the traveling 
public during the coming year. 


NSPA Aims to 
Increase Roster 


By End of Jan. 


DETROIT.—Reports from the 
headquarters’ office of National 
Standard Parts Assn. here are to 
the effect that action of the NSPA 
membership committee, which 
meets late in January, is expected 
to put the association’s member- 
ship total well on the way to 600 
individual concerns. 

The more than 50 jobber and 
manufacturer applications on file 
will constitute by far the largest 
number ever considered at any 
single NSPA committee meeting, 
it was said. 

With over 500 active members 
on the roster now, NSPA is the 
largest trade organization in the 
automotive jobber-manufacturer 
after-market field. 

The current report of member- 
ship applications follows closely 
on the heels of NSPA’s action in 
reducing wholesalers’ annual] dues 
to $100, manufacturers to $200 and 
announcement of an aggressive 
campaign for new members in 
sufficient total to make NSPA an 
organization truly representative 
of the entire after-market indus- 
try. 


Mather Spring Plant 


Scheduled to Re-open 
TOLEDO.—The plant of the 
Mather Spring Co. here will re- 
open, probably next week, or as 
soon as sufficient orders are ob- 
tained. The 72-day-old strike at 
the plant has been settled by a 
vote of the Mechanics’ Educa- 
tional Society of America. 

Two members of the Toledo In- 
dustrial Peace Board, Ralph A. 
Lind and L. S. Harding, general 
chairman and director, respec- 
tively, co-operated with company 
officials and employe representa- 
tives in effecting the settlement. 

The re-opening of the plant will 
give employment to approximately 
400 workers. 


Hellstrom Appointed to 


Bantam Cleveland Job 
SOUTH BEND.—The Bantam 
Ball Bearing Co., announced ap- 
pointment:of A. S. Hellstrom as 
manager of the Cleveland, Youngs- 
town, Akron and Wheeling Dis- 
tricts with offices in the Caxton 
Building, Cleveland. 

Hellstrom, joined the Bantam 
organization in Jan. 1934, and has 
been associated with the iron and 
steel industry for the past 15 
years, both in this country and 
abroad, in various capacities of 
design, operation, management 
and sales engineering. 


Deadline Extended 


ST. PAUL.—A six-week time exten- 
sion for the deadline upon which all 
Minnesota motorists must pay their 
1936 automobile license fees was 
proposed to the house of represent- 
atives today by Representative John 
A. Weeks of Minneapolis. 

The present deadline is Feb. 15. 


Records Broken 
At ASI Show 
Report Reveals 


CHICAGO. — An authoritative 
answer to the question “What 
about attendance?” which was 
raised last spring when announce- 
ment of the Atlantic City location 
of the 1935 Automotive Service 
Industries Show was made, comes 
in the final report from Show 
Manager Coffman’s office reveal- 
ing that 437 more jobbers and 
manufacturers were registered at 
Atlantic City then at any pre- 
vious ASI Show, including the 
record-breaking 1934 one in Cleve- 
land. 

Registered attendance of job- 
bers representatives was 2,516 
which is also a new high mark, 
being 305 more persons than are 
shown in the same classification 
for any previous show. 

However, in spite of these in- 
creases in the type of attendance 
that determines the success or 
failure of the show, Coffman re- 
ports a decrease in total atten- 
dance due to the fact that regis- 
trations on the final show day, 
which was thrown open to the re- 
pair trade in general, were ap- 
proximately 1,000 less than for 
the previous Cleveland show. 
This was due obviously to the fact 
that Atlantic City, not being a 
metropolitan center, did not pro- 
vide the potential attendance of 
repairmen that is offered in lo- 
cations such as Chicago, Cleve- 
land and Detroit. 

Total attendance for the entire 
five days of the show and includ- 
ing all classifications was 12,761, 
of which approximately 5,000 
were registered on the final trade 
day. 


Mich. Too) Purchasing 
Plant Equipment 


DETROIT. — Structural work 
will be completed and installation 
of equipment will begin within 
the next week in the new Michigan 
Tool Co. plant on Six Mile Road, 
here according to Otto Lundell, 
president. 

Contracts have already been let 
for the extensive new machine 
tool and other factory equipment 
for the new plant. 

It is expected that the new 
plant will go into operation not 
later than Feb. 8, relieving badly 
needed floor space in the present 
plant for stepping up production 
on the company’s lines of Mitco 
hobs, cutting tools of all kinds, 
tungsten carbide division and the 
company’s recently announced 
line of Pin Splice turning and 
forming tools. 

The new plant will be devoted 
mainly to production of machine 
tools including gear finishing and 
lapping equipment, gear testing 
machinery, checking fixtures and 
equipment, etc. 


Glen Bundy Appointed 
V-Pres. of Owen-Dyneto 


TOLEDO. — Appointment of 
Glen J. Bundy as vice-president 
and general manager of the Owen- 
Dyneto Corp., Syracuse, N. Y., an 
Auto Lite subsidiary engaged in 
the same line of manufacture, 
has been announced. 

Bundy, who has been a member 
of the sales engineering staff of 
Auto Lite for several years, 
formerly was production manager 
of the USL Battery Corp. He 
joined Auto Life in 1920 and has 
been with the sales engineering 
department most of the time 
since then. 


Must Use Safe Glass 


JACKSONVILLE.—WNorth Caro- 
lina has decreed that all new auto- 
mobiles sold within the state after 
Jan. 1, 1936, must be equipped with 
safety glass. It has also planned 
the most rigid tests which the type 
of safety glass used must pass be- 
fore being put into the automobiles. 
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New York Dealers Lose by 2% Cit City Sales Tax 


Safety Plans § 


Still Hold 


Limelight, Says Mountsier 


By 

NEW YORK.—Automotive tax- 
ation has got into the front row 
with safety propaganda in this 
part of the motor world. Locally 
automobile dealers are crying out 
against the city sales tax on 
automobiles, and they advise deal- 
ers in other communities which 
may be considering a local sales 
tax to fight to the utmost any 
attempt to impose such a tax. 
There isn’t a dealer in New York 
City who cannot trace the loss of 
sale after sale to the five bor- 
oughs’ 2 per cent sales tax on 
automobiles. 

However, dealers in the neigh- 
boring communities of Long 
Island, New Jersey and up-state 
counties, who are getting the lost 
business, approve highly of the 
sales tax—in Greater New York. 

Fight Tax 

Dealers’ and motorists’ organi- 
zations in the State of New York 
have joined with Republican legis- 
lators in their fight against re- 
taining’ the one cent a gallon 
emergency tax in the 1936 budget, 
as proposed by Governor Lehman. 
This one-cent tax alone, without | 
counting the other three cents | 
per gallon, means about $14,000,- | 
000 out of the car and truck} 
users’ pockets. In spite of the| 
banker governor’s attitude, that 
sum is a lot of money, and so the | 
Republicans want the $14,000,000 | 
eliminated and as many millions | 
cut out of the $309,000,000 expendi- 
tures proposed in what they call 
the “dirty deal” budget. 

As for safety, the talk takes 
various angles. 

A Democratic assemblyman in- | 
troduces into the New York legis- 
lature a bill aimed at hit-and-run 
drivers when dogs are the victims | 
of their cars. Congressman 
Ramspeck of Georgia reports 
“thousands of letters” endorsing 
his plan to curb automobile speed | 
when the machines are manufac- 
tured, and his “most enthusiastic 
supporters” are alleged to be} 
automobile dealers. | 

The National Safety Council, 
announcing that “the press, of- 
ficials and public are stirred in- 
tensely over the yearly sacrifice | 
of 36,000 lives, more than 1,000,000 
injuries and many millions of 
dollars through motor vehicle ac- 
cidents,” gives out details of its 
five-year highway safety cam- 
paign which has as its objective | 
the reduction of traffic deaths) 
and injuries by at least 7 per! 
cent each year, 


AMA Is Active 


New York’s motor vehicle com- 
missioner, Charles A. Harnett, 
says: “Reduction of accidents 
and increased safety on the high- 
ways may be obtained through 
enforcement of a regulated speed 
law, a state traffic commission 
with power to unify travel regu- 
lations, compulsory car inspec- 
tion, thorough check on operating 
records and more extensive ex- 
aminations of applicants for 
licenses.” 

The safety traffic committee of 
the Automobile Manufacturers’ 
Assn. is especially active these 
days. Its secretary, Norman 
Damon, who was in Washington 
for a number of years with the 
automotive, non-agricultural AAA, 
has a new assistant, C. C. McGill. 
The committee is canvassing the 
whole safety and accident situa- 
tion, crystalizing the motor manu- 
facturers’ thinking on the subject | 
and preparing and issuing ma- 
terial for public consumption. 

The industry’s members on this 
safety traffic committee are 
Studebaker’s Paul Hoffman, 
chairman; General Motors’ Paul | 
Garrett; Packard’s Lee J. east 
man; Chrysler’s R P. Foaty, ane 
Autocar’s R. P. Page. 

This week there occurred two | 
deaths affecting people widely | 


BOB MOUNTSIER 


known in the automobile world. 
flmer Thompson sr., for many 
years secretary and general man- 
ager of the Automobile Club of 
America, and Elmer Thompson 
jr., long automobile editor of the 
New York Post, were bereaved 
by the death of Mrs. Elmer 
Thompson sr., who died suddenly 
Tuesday morning at their home 
in Brooklyn. 


The same day Augustus Glidden 
Southworth, president of the 
Glidden Buick Corp. and former 
New York manager for the Buick 
Motor Car Co., died of an attack 
of acute indigestion in his office 
on Auto Row. Sixty-six years of 


|} manager in 


age, Mr. Southworth was a 
pioneer automobile dealer in New 
York. He represented the 
Waverly electric and the Mobile 
automobile at the first national 
automobile show in this city. He 
was appointed Buick’s general 
New York in 1908 by 
William C. Durant, then president 
of Buick. The following year he 
founded the Glidden Buick Corp. 
with A. L. Newton and the late 
J.C. Bell. In 1930, he resigned as 
Buick’s branch manager here to 
devote more time to his other 
interests. 

Mr. Southworth was_ twice 
president of the Automobile Mer- 
chants’ Assn. of New York. For 
a time he was head of the Motor 
Vehicle Retailing Code Adminis- 
tration of Metropolitan New York 
and served on the national NRA 
code authority. He is survived 


by his widow, two sons, a daugh- 
ter and nine grandchildren. 

The town’s mayor, Fiorella La 
Guardia, made public one of his 
letters. It criticized the magis- 
trates’ courts of the city for their 
“unsatisfactory disposition” of 
cases involving drunken driving. 
“It should require no admonition 
from the mayor,” wrote the 
mayor, “to impress upon judges 
the seriousness of this offense.” 
He pointed out as shocking the 
fact that in November, with 122 
arrests for drunken driving, only 
55 cases were disposed of—32 dis- 
charged, six sentences suspended, 
one paroled, 10 fined and six im- 
prisoned. 

Fuel Prices Up 


New York has four vehicular | 


tunnels under water in its traffic 
picture. 


perous The 


operation. 


will be completed in two years. | 


One is already in pros- | 
second | 


Tecan noco mas "oT 


Dn tment 


A large Federal loan has been 
arranged for a third, and the 
fourth has been proposed, with 
favorable action taken concern- 
ing it. 

Reflecting the recent rise in 
crude oil prices east of the 
Rockies, gasoline and refined oil 
products were upped here and 
hereabouts by the Socony-Vacuum 
Oil Co., the Standard Oil Co. of 
New Jersey and other leading 
companies. Yesterday Socony- 
Vacuum raised tank car prices of 
all grades of gasoline one-quarter 
cent a gallon at seaboard termi- 
nals and put into effect advances 
of two-tenths to two cents a gal- 
lon in tank wagon and service 
station prices in most of New 
York and in New England. 
Standard Oil of New Jersey added 
one-half cent a gallon to gas 
prices at tank car, tank wagon 
and service stations in New 
| Jersey and six states southward. 


| 
| 
| 
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December Showed Largest Business Gain of 1935 


Month Was Still 36% Under 
Normal, Trade Survey Shows 


DETROIT.—December climaxed 
a@ year of great national improve- 
ment, with the largest single 
monthly gain of the year, accord- 
ing to the monthly survey of 
business in 147 trading areas, con- 
ducted by the research division of 
Brooke, Smith & French, Inc., 
Detroit and New York advertising 
firm. 

The national business index 
rose 4 per cent, from 22 per cent 
below normal during November 
to 18 per cent below in December. 

“Business at the end of Decem- 
ber a year ago was 36 per cent 
below normal,” states the adver- 
tising concern’s report. “Half the 
distance toward full recovery, 
therefore, was accomplished dur- 
ing 19365. 

90 Areas Gain 


‘During December, 90 trading 
areas showed gains over Novem- 
ber; 45 showed declines, and 10 
remained without change. Thirty- 
two indexes gained 5 per cent or 
more during the month. Twenty- 
one trading areas, at the end of 
the month, were within 10 per 
cent of being normal, and 78 
were within 20 per cent of 
normal.” 

The greatest December gains 
were registered in the following 
areas: 

Abilene, Baltimore, Beaumont, 
Boston, Buffalo, Cedar Rapids, 
Chicago, Dallas, Flint, Hartford, 
Kansas City, Little Rock, Los 
Angeles, Louisville, Memphis, Mil- 
waukee, Minot, Omaha, Pitts- 
burgh, Portland, Ore., Providence, 
Reno, Savannah, Scranton, Sioux 
Falls, South Bend, Spokane, St. 
Paul, Terre Haute, Waco, Wash- 
ington, D. C. and Wilmington. 


Close to Normal 


Areas closest to normal in De- 
cember were: 

Abilene, Albany, Albuquerque, 
Atlanta, Bakersfield, Baltimore, 
Bangor, Beaumont, Billings, Boise, 
Casper, Charleston, W. Va., Char- 
lotte, Cheyenne, Colorado Springs, 
Columbia, S. C., Columbus, Ohio, 
Dallas, Denver, Des Moines, De- 
troit, Fresno, Green Bay, Harris- 
burg, Hartford, Houston, Indiana- 
polis, Jackson, Miss., Jacksonville, 
Manchester, N. H., Memphis, 
Miami, Milwaukee, Nashville, Oak- 
land, Peoria, Phoenix, Portland, 
Ore., Raleigh, Reno, Richmond, 
Shreveport, Sioux Falls, Spokane, 
Springfield, Mo., St. Paul, Terre 
Haute, Waco, Washington, D. C., 
Wilmington and Winston-Salem. 


Tariff Chairman 
Complains Mfgrs. 
Won’t Reveal Cost 


MONTREAL. — Automobile 
manufacturers who decline to 
show the cost of making their 
cars in the United States as well 
as in Canada, neglect to show 
any reason for tariff protection, 
George H. Sedgewick, chairman 
of the tariff board, said at Ottawa 
as he adjourned the automobile 
reference hearing. 

Two of the large motor car 
manufacturers represented before 
the board, General Motors and 
Chrysler, said they were unable 
to produce American costs. The 
Ford, Studebaker and Hudson 
companies said their American 
costs were filed with the board, 
and were open to inspection by 
representatives of the provincial 
governments. 

E. G. Long, counsel for the 
Canadian Automobile Chamber of 
Commerce, said the provincial 
government counsel were wel- 
come to see all the figures Gen- 
eral Motors had submitted to the 
board, except those relating to 
American cost. R. T. Graham, 
for the prairie provinces, re- 
marked that Long was keeping 





back the most essential piece of | 


information, and Sedgewick said 
the only information given the 
board about General Motors’ | 
American costs was incomplete | 
and unsatisfactory. The Chrysler 
company had given no informa- 
tion. 

The Canadian Importers’ Assn. 
has presented a brief asking for 
reduction of the tariff on auto- 
mobiles to 15 per cent and mak- 
ing all cars, large and small, 
dutiable to that figure. A. O. 
Throne was the spokesman for 
the organization and he con- 
tended that fixing the duty at 
that level would give Canadian | 
manufacturers ample protection | 
and permit importers to offer | 
healthy competition in the 
Canadian market. , 

Importation of cars into Canada 
had been practically stopped by 
the imposition of an arbitrary 
value for duty in 1930, said 
Throne. Since that time prices 
of automobiles in the U. S. had 
come down, but prices in Canada 
had gone up. He suggested this 
was due to lack of competition, a 
condition which was partially 
corrected by the Canada-United 
States trade treaty. 





Machine Tools 
Show Increase 


DETROIT. — “Delayed delivery, 
a threat to machinery and ma- 
chine tool business for some 
months, is taking effect seriously 
with the opening of the new 
year,” reports American Machin- 
ist. “One large distributor is be- 
moaning the loss of business 
amounting to approximately $100,- 
000 because of his inability to 
meet the delivery dates promised 
by competitors. Word from all 
industrial centers is that January 
business is opening up as well or 
better than had been expected. 
Washington is being watched 
carefully with the expectation 
that Supreme Court decisions on 
New Deal laws will be helpful, 
and new legislation more than 
likely to be the opposite. 


“The New England territory is 
expected to place more business 
in 1936 than for several years 
according to Boston agents who 
say that the first two weeks of 
January opened in a very satis- 
factory manner. The same situ- 
ation exists in the Metropolitan 
district. New York distributors 
having divided some sizable or- 
ders, notably that of American 
Locomotive Co. among them. 


“Detroit machinery business 
has been sagging somewhat dur- 
ing the holiday period but the 
general expectation is that the 
latter part of January will see a 
considerable revival. In Cincin- 


| nati inquiries are holding up well 


and orders are about what had 
been expected. Delayed deliver- 
ies are causing considerable an- | 
noyance. 


“Chicago distributors look for- 
ward to a very satisfactory Janu- 
ary, basing their optimism on the 
inquiries on hand. A fair amount 
of business has already been 
placed.” 


Bendix Has Boats 


NEW YORK.—tThe recently 
formed division of the Bendix 
Aviation Corp., Bendix Marine 
Products Co., will introduce at 
the New York motor boat show, 
Jan. 17, two new types of out- 
board motors, one an air-cooled 
and the other an electric model. 
Other products of the new com- 
pany, including mechanical and 
automatic instruments, also will 
be shown. 

Both types of outboard motors 
will present distinct departures in 
their field. The company states 
that the electric model is “100 


weighs 18 pounds. 


Independent Refiners 


Seek Voluntary Code 


CHICAGO.—A group of inde- 
pendent oil refiners, known as 
the Independent Refiners Com- 
mittee, has issued a call to all 
branches of the industry to meet 
and consider a voluntary market- 
ing code for the middle west and 
attempt to solve other marketing 
problems. The date for the pro- 
posed meeting has not yet been 
set. 


The National Assn. of Petroleum 
Retailers will be invited to repre- 
sent dealers if the conference is 
held, the committee announced. 


Steel Continues, | 
Production Gains 


YOUNGSTOWN, O.—With 55 
open hearth furnaces scheduled 
for operation this week and with 
two Bessemer plants in operation, 
steel production will be close to 
65 per cent as compared with 63 
per cent last week. 


While there is a slight lull in 
automotive steel buying, demands 
from other steel consuming 
sources are increasing. 


Republic Steel Corp. added two 
open hearth furnaces here and 
one in Warren. Sheet and Tube 
added one open hearth at Brier 
Hill. The Ohio works took off 
one furnace. 


Finishing mill operations show 
the flat rolling divisions operating 
above the steel output rate and 
tubular mills below the average. 


Sheet Tube will begin experi- 
mental rolling on its new electric 
welding conduit mill at the 
Struthers plant during next week. 





The National Oil Assn. would 
represent jobbers and large com- 
panies would be asked to send 
representatives. 


A survey by large companies 
has concluded that the industry 
is “struggling with an impossible 
and impractical market structure 
beset by unprofitable and un- 
ethical practices. 


“An equally impressive dis- 
closure is the unanimous willing- 
ness to do something about it,” 
the report said. 


The committee plans, if a code 
is adopted at the meeting, to 
submit it to the Federal Trade 
Commission for approval. 


The territory which would be 
covered by the code consists of 
Colorado, Illinois, Indiana, Iowa, 
Kansas, Michigan, Minnesota, 
Missouri, Nebraska, North Dakota, 
Ohio, Oklahoma, South Dakota 
and Wisconsin. 


Peruvian Auto Market 


Grows Rapidly Says U. S. 


WASHINGTON. Peru is a 
growing market for motor ve- 
hicles manufactured in this 
country, the Commerce Depart- 
ment is advised by its repre- 
sentatives at Lima. 


In the first nine months of last 
year imports of automotive prod- 
ucts from the United States in- 
cluded 1,197 passenger cars, 1,388 
trucks and 100 buses. In the 
corresponding period of 1934 the 
imports were 874 automobiles, 928 
trucks and no buses. Imports from 
other countries totaled 68 passen- 
ger cars, 30 trucks and two buses, 
compared with 32 cars and 39 
trucks in 1934. 


JACK W. HUTCHINS, Detroit regional manager for Dodge (left), 
Tom E. Jarrard, regional head at Kansas City (center) and Emerson 
per cent silent,” water cooled and | 3- Poag, Dodge merchandising and advertising director, were among 
those attending the recent Detroit sales meet. 


Gasoline Tax Cut 
Is Sought in Ky. 


LOUISVILLE, Ky.—Resolutions 
calling for reduction of the state 
five-cent gasoline tax to four cents 
a gallon, abolition of the federal 
one-cent tax on gasoline, and com- 
mending Gov. A. B. Chandlers’ 
message promising economy in 
state government were adopted 
last week at the organization 
meeting of the Jefferson County 
Petroleum Industries Committee. 
Of approximately 250 oil men 
present, 178 enrolled at the meet- 
ing. 

Officers of the west central dis- 
trict committee of the Kentucky 
Petroleum Industries Committee 
were elected to identical posts in 
the new group. They are: chair- 
man, J. T. Kinberger; vice-chair- 
man, J. L. Jaeger, and secretary, 
C. E. Kanzinger. 

Objectives of the county com- 
mittee are to “reduce Kentucky’s 
gasoline tax to a reasonable rate; 
to maintain the principle that gas- 
oline tax revenue be used for 
road purposes only; to oppose all 
unreasonable taxation of the oil 
industry; to aid in preventing 
gasoline tax evasion and substi- 
tution; to oppose unreasonable 
taxes and restrictions on motor 
vehicles, and to remove all Fed- 
eral taxes on petroleum products.” 


Ky. Merchants Discover 


Tax Paralyzes Buying 
LOUISVILLE, Ky.—Sales of all 
classes of merchandise at retail, 
especially large and bulky items 
running into money, have been 
slow the past week or 10 days, 
pending repeal of the three per 
cent retail sales tax law in Ken- 
tucky, which has passed one house 
of the General Assembly and 
which is about ready for the sig- 
nature of the Governor. 

For the past few days it be- 
came patent that as an emergency 
measure it would be enacted at 
once, and that the sales tax 
would go off about Jan. 15, in- 
stead of June 30, when the old act 
would have run out. Immediately 
consumers stopped buying items 
running into any sort of money, 
and business has suffered. Many 
concerns have quit charging the 
tax, or have absorbed it, in order 
to get immediate business. 

Automobile dealers, lumbermen, 
and various others, have had 
many cases in the past week, in 
which customers offered to buy, 
if the order was post dated, so 
that the sales tax would not apply. 
Of course $3 on a hundred dollars 
is a considerable item. 


| in. This Corner 


(Continued from Page 6) 


emergency that was as critical in 
the farm field as the bank holiday 
was in the cities. That critical 
condition was met; today the farm 
market is on its feet. Supplies of 
agricultural products are down and 
prices are up! Mortgages have been 
paid off or refunded on more equit- 
able terms. The farm market—plus 
or minus AAA—is a going concern. 

5. Elimination of processing taxes 
will reduce prices to the ultimate 
consumer — stimulate demand for 
farm products—lead to higher prices 
for the farmer. On the news of the 
decision, grain and cotton prices 
rebounded vigorously. 

7 + + 


By every standard of measure- 
ment—in terms of recovery from de- 
pression lows or in comparison with 
pre-depression averages—the farm 
market of today is our brightest 
business spot. For example, witness 
the debt situation; railroad long 
term debt is 49 per cent of roads 
and equipment, the long term debt 
of public utilities is 55 per cent 
of the value of plants and equip- 
ment, and the long term debt of 
urban real estate is 57 per cent of 
property valuation. 

What is the rural debt? 
per cent! Who, then, is 
stantial, up - and - coming 
man in this country, if not the 
farmer?—E. P. Seymour, advertis- 
ing manager, The Country Home. 


Only 25 
the sub- 
business 





LEGISLATION 


and trucks to vehicles capable, 
of not more than 40 miles per| 
hour. The bill was referred to| 
the Committee on Interstate and | 
Foreign Commerce 

Opposition of the motor car] 
industry and motorists in general | 
to the stifling effects of the pro-| 
posed legislation upon manufac- | 
turing and the use of cars has | 
already manifested itself and} 
there is genera] doubt Ramspeck | 
will rally any substantial support | 
to his crusade to inject the fed- 
eral government into the traffic 
problem. 


Manufacturers unite in contend- 
ing that modern traffic conditions 
require excess powers in motor 
cars to insure quick pick-up in 
congestion. On the other hand, 
however, trucking interests indi- 
cate they are not inclined to op- 
pose proposals that truck speed 
be limited to 40 miles an hour. 


Suffered Loss 

In the meantime there was} 
again before the Federal Trade 
Commission here this week the| 
momentous Goodyear Tire & 
Rubber Co.—Sears, Roebuck case 
in which price discrimination is | 
alleged. In final arguments in| 
behalf of the government, E. F.| 
Haycraft, commission attorney, | 
contended that the Goodyear | 
company, by alleged violation of | 
the Clayton anti-trust law, suf- | 
fered a net loss of more than 
$14,000,000 in its Sears, Roebuck 
business, The total involved in 
the alleged tire sales discrimina- 
tion is more than $41,000,000. 
Goodyear attorneys asserted that 
Goodyear made a $9,503,000 profit. | 

The company attacked the 
commission’s contention that a} 
“secret” $1,250,000 bonus had been 
paid Sears, Roebuck in common | 
stock for a 10-year purchase con- | 
tract starting in 1931. Grover 
Higgins, Goodyear counsel, said | 
the contract was split into two| 
sections, one dealing with the 
actual payment of common stock 
to Sears, Roebuck, and the other, 
which Goodyear did not consider 
public property, concerned only 
its own production cost. 

The hearing closed yesterday, 
depositing in the lap of the com- 
mission a most voluminous record. | 
In the ordinary course of events 
it will be several weeks before a] 
decision is handed down. | 


Seek Fair Trade Pact 

Coincidentally there arrived at| 
the commission's office an appli-| 
cation from the National Assn. 
of Independent Tire Dealers, of 
New York, for a conference look- 
ing to commission sponsorship of | 
a fair trade practice agreement. | 
The application, which said the 
association represents 50,000 in- | 
dependent tire dealers, was seen 
as an outgrowth of the Goodyear- | 
Sears, Roebuck case. The com- 
mission is now circularizing other | 
branches of the tire industry and 
if a favorable res sponse is received | 





Ask Re. Stations 

For 3 Minn. Cities 
PAUL.—Minneapolis, St. 
Paul and Duluth would be author- 
ized to acquire, erect, establish 
operate and maintain automobile 
testing stations under a bill de- 
signed as a safety measure and 
introduced in the Minnesota House 
of Representatives by Represen- 
tative John A. Weeks of Min- 
neapolis. 

The bill would compel 
in those municipalities to have 
their vehicles tested and to dis- 
play a certificate of inspection on 
the windshield 

Costs of the inspections are fixed 
in the bill at 50 cents each and 
not more than °100 a year. Ope- 
rating costs or the stations would 
be paid out of procecds from in- 
spections 


ST. 


motorists 


| equipped with automobile 
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Bill to Limit Car Speeds Proves to be Drastic 


Ramspeck Makes Good on 
Threat to Attack Fast Cars 


(C ontinued from Page 1) 


a conference will be scheduled, 
probably at some central midwest 
point 


The Interstate Commerce Com- 
mission also was busy this week 
on automotive matters. First it 
denied applications filed by rail- 
roads in official territory, which 
includes the automotive manufac- 
turing centers, to alter rules gov- | 
erning automobile freight 
which the railroad carriers con- 


tended were designed to meet | outline frame drawn over it and the outlines are marked with red 
cars chalk, 


the present shortage of 
load- 


ing devices. 


The commission’s denial of the 
carriers’ plea that they be al- 
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STEEL OUTLINES guide these soot girls in oo upholstery 
for the 1936 De Soto cars. Cloth is placed flat on the table, the steel 


if they wish, to include the 
changes in their tariffs and put 
them into effect in 30 days. How- 


lowed to put the new rules in| 
effect on less than statutory no- 
tice opens the way for carriers, 
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ever, such a movement by the 
railroads probably would have 
the result of bringing protests 
from shippers and would result 
in another commission investiga- 


| tion of the tariffs. 


A later the ICC handed 
decisions foreshadow- 
ing refusal of the American 


Trucking Assns., Inc., request 


little 


| that the commission suspend pro- 
posed tariffs of western railroads 


establishing free pick-up and de- 
livery service. The fact is the 
cases decided were similar to 
those cited by the _ trucking 
interests. 


Paul Koehler 

JANESVILLE, Wis. — Paul 
Koehler, 50, traffic manager for the 
Chevrolet division of the General 
Motors Corp. plant here for many 
years, died suddenly Monday of a 
heart attack. He is survived by his 
wife and two brothers. 


U. S. DRIVE-ON LIFT 


LIFTS THE DEAD BODY WEIGHT OFF BEARINGS 


U. 


FLOATING RODY LUBRICATION has taken the country 
e by storm as it has introduced to motorists an unusual and 


ah 


better’ method of lubrication that overshadows anything yet developed. 4! 


Floating Hody Lubrication is a new exclu-— 
sive, copyrighted and trade-marked method 
of lubrication, where the dead body and 
engine weight of a car is safely raised off 
the running gear by a special U.S. air oper-. 
ated jack. This eliminates resistance and 
the lubricant flows freely and quickly around 
the entire fitting, eliminating the cusiomary 
pinch bar acrobatics and extra men. ¢ Once 
a motorist has tried U.S. Floating Body 
lubricution he will have nothing else be- 


St's Easy to Bay... The Special U. $. ‘Way vee Through §. H. A. Plan 


THE UNITED STATES AIR COMPRESSOR CO, 
CLEVELAND + OHIO > U. 5 A. 

Alki COMPRESSORS « AIR TOWERS » HYDRAULIC LIFTS 

GREASING EQUIPMENT + CAR WASHING SYSTEMS 


cause he ‘not only can see the advantages 
“jn this meihod of lubrication but feels the 
great difference in the riding and driving 
of his car. It will prolong the life of a car and 
eliminate accidents due to wom out parts. 
Floating Hedy Lubrication will be the talk of 

. the town in any man’s town and will put your 
- service station in a class by itself. ¢ It’s a 
new thrill in driving, riding and handling for 

- the motorist and a great boost in lubrication, 
gas gallonage and accessories sales for you. 
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U. S. AIR OPERATED JACK 


J COMPLETELY RAISES 
BODY WEIGHT OFF FITTINGS 


UNITED STATES AIR COMPRESSOK COMPANY 


HARVARD AVENVE * CLEVELAND, OHIO, YU. 
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Kindly mail detailed information on U. §. Floating Body Lubrication, 
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35 Wholesale Financing Far in Advance of 1934 


11 Months Sales 7 Top 


All ’34 


By Quarter of a Million 


WASHINGTON.—Figures made 
available by the Census Bureau 
this week disclose that wholesale 
financing of motor vehicle sales 
during the first 11 months of last 
year topped by a quarter of a 
billion dollars the volume of the 
entire preceding year. The whole- 
sale grand total was $1,248,182,022, 
compared with $869,363,451 during 
the corresponding period of 1934 
and $907,314,729 for the entire year 
1934. 

The statistics are based upon 
data furnished by 456 identical 
organizations. 

The figures on retail sales show 
2,864,773 cars were financed dur- 
ing the first 11 months of last 
year, against 2,285,596 in the 
corresponding 1934 period. The 
total retail volume was $1,056,234,- 
223, and average of $368 per car, 
against $846,912,314 in the first 11 
months of the previous year, and 
an average value of $371. 

The retail sale of 1,192,050 new 
cars was financed in the first 11 
months of 1935, against 99,421 in 
the 1934 period. The total value 
was $655,119,643, against $550,513,- 
707, an average value of $550 in 
1935 and $551 in 1934. 

The financing of used cars 
sales for the 11-month period rose 
from $280,869,534 in 1934 to $384,- 
683,918, and the average value 
from $226 to $236. 


Motor Club Head 
Assails Car Tax 


CHICAGO.—Talk of relief 
seems to have ignored the right 
and need of motorists for some of 
it in the matter of lightened tax 
burdens, according to a state- 
ment by J. J. Cavanagh, general 
manager of the Chicago Motor 
Club. 

“When we examine taxation 
trends of federal, state and local 
governments throughout the coun- 
try,” he said, “we find that spe- 
cial interests are getting out from 
under the tax load at the ex- 
pense of the motorist. We find, 
too, that total motor taxes are 
still rising. For instance, five 
states raised $37,000,000 additional 
revenue in 1935 through increas- 
ing gasoline taxes alone. 

“Furthermore, more of the road 
tax dollar is yearly diverted to 


other purposes, Only a few states 
have taken action to stop this 
practice. Last year witnessed a 
hectic scramble by states, cities 
and local governmental divisions 
for the motorist’s money. In 
short, 1935 proved that the mere 
ownership of a motor vehicle is 
accepted in many political quar- 
ters as a measure of taxibility, 
no matter what the owner’s abil- 
ity to pay or what benefits he 
receives.” 


Dodge Adopts 
6 Per Cent Plan 
On Truck Sales 


DETROIT.—Dodg now offers 
a low-priced 6 per cent time-pay- 
ment plan to buyers of its 1936 
trucks and commercial cars. It is 
the same arrangement under 
which passenger cars are sold. 

Commenting on the new truck 
sales plan, J. D. Burke, director 
of truck sales, said: 

“The 6 per cent plan is a radi- 
cal departure from the conven- 
tional interest charges on de- 
ferred payments on trucks and 
commercial cars and we feel 
confident its advantages will have 
a wide public appeal.” 


Gorrell Named Czar of 
Air Transport Industry 


CHICAGO.—Tiue air transport 
industry will folow the example 
of the movies and baseball by 
having its own 
Czar and it was 
learned today 
that Col. E. S. 
Gorrell has ac- 
cepted the post 
with headquart- 
ers here. Col. 
Gorrell is presi- 
dent and chair- 
man of Stutz. 
His new official 
title is president 
of the Air Trans- 
port Assn. of 
America. Present at the induc- 
tion ceremony were Eddie Rick- 
enbacker and W. A. Patterson, 
vice-president of the new associa- 
tion and president of the United 
Air Lines. 


Col. Gorrell 


Auto Workers May Advance 


Declares Hudson Executive 


DETROIT.—Seventy members 
of the Hudson Motor Car Co’s. 
factory organization have been 
with the company more than 20 
years. Their aggregate time of 
service adds up to more than 
1,500 years. Seven of the 70 have 
been with the company for 25 
years or more. 


These were some of the facts 
revealed by A. E. Barit, general 
manager, in pointing out the op- 
portunities that exist for the 
workman in the automotive in- 
dustry today. 


“The presence of such a large 
number of veterans in the organi- 
zation,” said Barit, “Shows there 
is opportunity for advarfcement 
in this field. If these men had 
not had faith in the future of the 
industry, if their faith had not 
been justified, they would not 
have remained with a company 
for a period as long as 20 years. 


“Twenty years of service repre- 
sents 20 years of constructive en- 
deavor, with advancement as 
merited. We do not believe that a 
man should remain steadily in one 
position. We want men who are 
capable of being advanced, and 
the fact that so many of our fore- 
men and executives are men who 


have been selected from the ranks 
proves this to be true. 

“The Hudson organization 
constantly looking ahead. The 
machine worker today is the 
foreman of tomorrow if he has 
the stamina to stick and the abil- 
ity to advance. In order to en- 
courage boys who want to ad- 
vance, we have an apprentice 
system through which promising 
youths are given a_ thorough 
training in all angles of automo- 
tive manufacturing. These ap- 
prentices are selected largely from 
the families of men who have 
been with the company over a 
long period and who have shown 
that they, themselves, have the 
ability to advance. These appren- 
tices, as fast as they have com- 
pleted their course, are placed at 
work and given every chance to 
develop their ability.” 

Barit, who has been with the 
company himself for more than 
25 years, is a member of the re- 
cently-organized Hudson Twenty 
Club, made up of employes who 
have served 20 years or more. 
Roy D. Chapin, president, who 
has been with Hudson more than 
25 years, also is a member, as is 
Stuart Baits, vice-president and 
assistant general manager. 


is 


“CANNONBALL” BAKER, veteran race driver, emerges from his Graham Supercharger upon ar- 
rival in Miami, Fla., after shattering all economy records between New York and the Florida resort 
with an average of 28.74 miles per gallon for the 1,426 mile trek. R. J. Fry, of the E. C. Williamson 


Motor Co., Graham distributors at Miami are greet ers. 


automobile editor of the New York Sun. 


“Cannonball” Baker Breaks | Chrysler Will 
New York to Miami Record| Seon Re-open 


DETROIT.—Driving a Graham 


Supercharger, “Cannonball” Baker, 
veteran race driver, shattered 
another fuel economy record today 
with an average of 28.74 miles per 
gallon for the 1,426 miles between 
New York and Miami, Florida, 
according to a dispatch received 
by Robert C. Graham, vice-presi- 
dent of Graham-Paige, from Glen 
Perry, automobile editor of the 
New York Sun, who acted as 
official observor. 


Perry declared that the car 
battled road conditions varying 
from ice to slippery and muddy in 
its southward trek with detours 
and strong head winds as con- 
tributing obstacles. “Starting with 
sealed gasoline tank from the 
New York end of the Holland 
Tunnel,” Perry’s report read in 
part, “The 1426 miles to Miami 
was traversed in four main jumps, 
New York to Raleigh, North 
Carolina, a distance of 511.8 miles 
at an average of 29.2 miles per 
gallon. Savannah to Titusville, 
Florida, 303.2 miles averaging 25.0 
miles per gallon and Titusville to 
Miami, 214.4 miles averaging 32.9 
miles per gallon.” 


The low average on the Savan- 
nah to Titusville jump was due 
to strong head winds in the 
morning and the fact that the 
Supercharger was running through 
swamp districts, lower than sea 





with consequent heavy 
atmosphere. 

Commenting on “Cannonball” 
Baker’s second economy drive 


with the Supercharger, the first 


level, 


was a run from Chicago to New| 


York averaging 26.8 miles to the 
gallon for 853 miles, Graham 
declared that the economy factors 
inherent in the Graham Super- 
charger share equal honors with 
Baker’s skillful handling of the 
car. 


Car Rule Application 
By Rails Denied by ICC 


WASHINGTON. — The Inter- 
state Commerce Commission has 
denied applications filed by rail- 
roads in official territory, which 
includes automobile producing 


centers, to alter rules governing | 


automobile freight cars which the 
railroads contended were de- 
signed to meet the present short- 
age of cars equipped with auto- 
mobile loading devices. 

The commission’s denial of the 
railroads’ plea to put the new 
rules in effect on less than statu- 
tory notice leaves the way open 
for the carriers, if they wish, to 
include the changes in their tar- 


iffs and have them go into effect | 
such a) 


in 30 days. However, 
move by the railroads probably 
would bring protest from ship- 
pers and would result in another 
commission investigation of the 
tariffs. 


DR. ARTHUR TORRANCE, American doctor credited with a 
major part in organizing the Ethiopian Red Cross, prepares to leave 
the Imperial Hotel in Addis Ababa in his American-built Plymouth 
sedan to confer with Emperor Haile Selassie. 


The tour was officially observed by Glen Perry, 


Old Wills Plant 


DETROIT.—Operation of the 
old Wills-Ste. Clair automobile 
plant at Marysville, Mich. as a 
service parts plant by Chrysler 
Corp. will begin within a few 
months. 

R. B. Fohey, secretary of the 
corporation, said work would be- 
gin next week on an addition to 
the Marysville plant, adding a 
space of 50 by 300 feet to the pres- 
ent structure. Several hundred ad- 
ditional employes will be put to 
work, he said. 

Built at a cost of more than 
$2,000,000, in 1919 and 1920, the 
plant began producing Wills Ste. 
Claire automobiles in 1921. The 
Marysville development grew out 
of a dream of C. Harold Wills, 
once chief engineer of the Ford 
Motor Co., who visioned and laid 
out a city to accommodate 10,000 
persons. 

The units at Marysville cover 
480,000 square feet of floor space. 

In 1922 Federal Judge Arthur J. 
Tuttle appointed the Security 
Trust Co. receiver for C. H. Wills 
& Co. The firm was reorganized 
under the direction of Kidder, 
Peabody & Co., Boston investment 
firm, which purchased the build- 
ing. Purchase of the plant by the 
Chrysler Corp. from the Boston 
firm was announced last August. 


| alee New Head 


Of Illinois Group 
CHICAGO.—A. E. Hallstrom 
was elected president of the 
Illinois Automotive Assn. at the 
annual meeting. 

Other officers chosen were G. 
A. Brunelle, first vice-president; 
Ted Belling, second vice-presi- 
dent; C. W. Pearsall, secretary, 
and H. W. Place, treasurer, In 
|} addition, the following were 
named as directors: A. J. Chris- 
tiansen, Lester Hesse, Ted 
Kreuser, L. T. McAuliffe, Phil 
Summerlad and Henry Trauscht. 


GE Orders $217,361,587 


SCHENECTADY.—Orders received 
by General Electric during 1935 
amounted to $217,361,587, compared 
with $183,660,303 during 1934, an 
increase of 18 per cent, Gerard 
Swope, president, has announced. 

Orders for the quarter ended 
Dec. 31 amounted to $58,417,822, 
compared with $51,046,760 for the 
last quarter of 1934, an increase of 
14 per cent. 

Sales billed and earnings for the 
vear 1935 are not yet available. A 
complete annual report will be issued 
in March, 
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Parts aad ” Materials Featured at SAE Exhibit 


Many Metals and Plastics 
Attract Auto Engineers 


By HERBERT CHASE 


DETROIT.—Many recent de- 
velopments in parts and materials 
attracted the attention of auto- 
motive engineers who attended 
the annual meeting of the Society 
of Automotive Engineers at the 
Hotel Book-Cadillac which closes 
Saturday. They range in size 
from the alloy cast iron crank- 
shafts used in good size diesel 
engines to tiny balls and rollers 
used in the smallest anti-friction 
bearings. Materials include many 
of the most important metals 
used in automotive products as 
well as plastics for a considerable 
variety of applications and fin- 
ishes and cleaning solutions for 
the numerous processes so im- 
portant to production men. 


International Nickel Co. has a 
large showing of products in 
which nickel plays an important 
part, some of the newer ones be- 
ing bronzes in which nickel dis- 
places some tin with improvement 
in physical properties, a nickel- 
molybdenum - chromium alloy 
crankshaft cast for heavy engines 
and a_ special nickel-silver for 
forged door handles on high grade 
cars. 

Plastic Displays 

Close to this is a display of the 
Inland Mfg. Co. featuring a vari- 
ety of molded rubber and other 
plastic products. Some of the 
latest of these are rumble seat 
steps molded in one piece, but 
having a soft tread above a hard 
polished base; radio antenna for 
use under running boards of cars 
having all-steel roofs, the metal 
parts being covered by extruded 
rubber; and a Tenite steering 
wheel used as de luxe equipment 
on Chevrolet cars. Many neatly 
covered running boards of steel 
having vulcanized rubber treads 
are also in this display. 


Yale & Towne are featuring a 
new Neon-light flashing direction 
signal and some detail improve- 
ments in lock parts, as well as its 
new flush-type exterior door 
handle, and the Acheson Colloids 
Co. shows new uses for colloidial 
graphite in bronze, lubricants of 
various types, cooling systems and 
aircraft oleo devices, among other 
applications. 


Improved Suspension 


Monroe Auto Equipment Co. 
exhibits an improved suspension 
unit which features rubber 
mounting and the use of their 
sway bars and links with rubber 
connecting joints. Their direct- 
acting shock absorbers and 
Spraytex panel coating are also 
shown. Tinius Olsen Testing Ma- 
chine Co. has one of its latest bal- 
ancing machines on display. 

Among the several types of ball 
bearings shown by the Aetna 
Ball Bearing Co. is a new form 
of self-lubricating clutch throw- 
out bearing. Parker Kalon’s dis- 
play involves many types of drive 
screws, including a new stainless 
steel variety and wing screws 
with washer attached. A new 
low-height cold-forged brass cap 
nut and a convenient sure-grip 
file handle are also included. 


American Chain Co. and Ameri- 
can Cable Co. have a joint exhibit 
which includes a new “Tru-Stop” 
brake for use on Ford and Chev- 
rolet truck chassis, a new form 
of Epeda interlaced spring for 
seat cushions, said to save much 
weight over conventiona! forms, 
and a True-Level controller for 
crankcase oil. A new bull chain 
for the huge rubber tires now em- 
ployed for road and excavating 
machines and involving a spiral 
link, is also shown. 


The chromodine treatment for 
sheet metal is featured by Ameri- 
can Chemical Paint Co. and a 
lithoform:' treatment for zinc- 
alloy die castings and cadmium- 
plated parts, intended to promote 
paint adhesion, is a new product 
in this exhibit. In an adjacent 


display, the H. A. Douglas Mfg. 
Co. is showing its system of auto- 
mobile light control and wiring 
assembly. 
Micromatic Hone Corp. exhibits 
a line of its honing equipment 
and the Spring Washer Industry 
is represented in a display of lock 
washers. The Carborundum Co. 
has a showing of grinding pro- 
ducts, including hones put out by 
its Hutto Machine division. Oak- 
ite Products, Inc., displays its line 
of cleaning and other chemicals 
as well as some representative 
metal products in the treatment CLASSY, EH? This new custom-built town car on the Ford V-8 chassis is the product of Hibbard, 


of which they are employed. ‘ 
One of the ie aalean | is that | Inc., custom designers of New York City. It is mounted on a specially lengthened chassis which permits 


(Continued on Page 26, Col. 2) the installation of facing forward extra seats and retails for $2,750, f.0.b. Detroit. 


CLEVELAND 


Where America Meets 
in 1936! 


@ Cleveland in 19386 will hold the eyes 
of the nation. The Republican National 
Convention, the Great Lakes Exposition, 
American Legion Convention, National 
Air Races and over a hundred other 
national conventions come to Cleveland 
this year. Over five million visitors 
from all parts of the country will make 
Cleveland the Convention City in 1936. 


Here is a great plus circulation, national 
coverage, for the advertiser who uses 
Outdoor Advertising in Cleveland. A 
Poster Display in Cleveland, at all times, 
is guaranteed a net advertising circula- 
tion cost of less than 7c per thousand. 


With this 5,000,000 PLUS circulation 
Cleveland is the best Outdoor buy in America! 


A Packer Operation 
CENTRAL OUTDOOR ADVERTISING CO., Inc. 
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NEWS 


Chicago Dealers Plan 13th Salon at t Edgewnted 


22 Makes to _ Participate; 
See Large Buying Crowds 


CHICAGO. — This city’s north 
side dealers are busy with plans 
for their 13th annual automobile 
salon, to be held at the Edge- 
water Beach Hotel from Feb. 15 
to 23. 

Organization work got under 
way this week with appointment 
of the following committee to 
handle the show: George Linn, 
Cadillac - LaSalle, chairman; 
James F. Goodwin, Dodge; W. E. 
Delaney, Nash- LaFayette; Paul 
Smithson, Packard, and S. B. 
Herbison, Buick. 

Participating in the salon will 
be 22 makes of cars, and on dis- 
play will be 56 models. Most of 
the cars will be of the de luxe 
types. 

Has Been Successful 

Since its inception, the annual 
Edgewater Beach hotel salon has 
been highly successful in respect 
to both sales and attendance, It 
has traditionally attracted a buy- 
ing crowd. 

The salon in the past was held 
concurrently with the annual 
Chicago automobile show. Last 
January and February, it was the 
only presentation endorsed by the 
Chicago show committee, aside 
from displays in dealer establish- 
ments. It was ruled out, how- 
ever, during the November show, 
upon agreement by manufactur- 
ers and dealers that no outside 
counter-attractions would be ap- 
proved. 

Improved decorative effects as 
compared with previous salon 
efforts will be built, the commit- 
tee announced today. 


Lincoln at Drake 
Meanwhile, Lincoln stepped out 
this week by staging a salon of 
its own at the Drake Hotel, with 
Lincoln-Zephyr models also on 
exhibition. The various models 
are fitted with bodies by Lincoln 
and such coach makers as Jud- 
kins, Willoughby, LeBaron and 
Brunn. The salon is enlivened 
further by the presentation of 
motion pictures. Lincoln will also 
exhibit at the Edgewater Beach 

hotel’s salon next month. 


Tire Congress 
Suggested For 
Independents 


NEW YORK.—A trade practice 


conference of independent tire 
dealers to be held under the 
auspices of the federal trade 
commission, has been suggested 
to the commission, according to 
George J. Burger, general man- 
ager of the National Assn. of In- 
dependent Tire Dealers. 

At this proposed conference all 
members of the industry would 
have equal opportunity to con- 
sider developments which would 
work to the better advantage of 
both dealers and the public. 

Many practices, considered un- 
fair and wasteful, would be taken 
up for discussion, Burger de- 
clared. Among these are selling 
below cost, secret rebates, price 
discrimination in various forms, 
false advertising, misrepresenta- 
, tions and other unethical and un- 
economical trade abuses which 


To Hold Clinic 

MINNEAPOLIS.—F. S. Reinhardt, 
manager of the Minneapolis and St. 
Paul branch of the Ford Motor Co 
has announced that a service clinic 
is being held yesterday and today. 

More than 500 dealers and service 
men from Ford dealerships through- 
out the branch territory are in at- 
tendanced. 

The service clinic, now an integral 
part of national Ford dealer opera- 
tions, makes a feature of a new 
type of serve-yourself parts stock- 
room by means of a five-act play 
showing the right and wrong way 
to handle service problems. Each 
act of the play represents one of 
the five important steps in service 
merchandising. 


may be prevalent in the indus- 
try. 

While a member of the FTC 
or some representative thereof 
will preside at the conference, 
essentially it will be the indus- 
try’s own affair, Burger declared. 
The rules as adopted by the con- 
ference would be _ transmitted 
later to the commission for its 
consideration and approval in ac- 
cordance with existing law. 

Expressions of opinions from 
members of the industry as to 
whether they favor such a con- 
ference and whether or not they 
would participate in one if held, 
are being sought by Burger. 


Show Materials 
And Machinery 
At SAE Exhibit 


(Continued from Page 25) 


put on by the Doehler Die Cast- 
ing Co., in which interest is cen- 
tered in the new die-cast zinc- 
alloy radiator grilles, of which 
eight makes are shown in com- 
plete form and four as moldings 
or frames. The same exhibit in- 
cludes die-cast aluminum and 
brass parts, among the latter be- 
ing hydraulic master brake pis- 
tons which are being produced 
at the rate of 8,000 a day. 


Campbell, Wyant & Cannon 
Foundry Co. has a display of its 
cast alloy iron and steel products, 
among which are the new de luxe 
molybdenum-silicon pistons, which 
are cast with a 3/32-in. wall, 
which is afterward machined to 
1/32-in. thickness. This piston 
is said to be as light as aluminum 
pistons, and to be made with only 
0.0015-in. clearance. A_ cylinder 
block casting for the Lincoln- 
Zephyr is also in this exhibit. 


The Victor Gasket & Mfg. Co. 
is featuring its new oil seal for 
rotating shafts, which is claimed 
to be leak-proof even under pres- 
sures up to 40 lb. per sq. in. It 
is made from duprene, a syn- 
thetic rubber which is not af- 
fected by oil, covered with fabric 
impregnated with graphite. This 
seal is said to be satisfactory, 
even for shaft speeds up to 4,000 
or 5,000 r.p.m., and capable of 
withstanding temperatures up to 
350 degrees F. 


De Luxe Products Corp. is dis- 
playing its cast steel piston, re- 
ferred to above, and also an oil 
filter which it is featuring. Cleve- 
land Graphite Bronze Co. has a 
showing of its numerous bearing 
products, including the new cad- 
mium alloy and copper-lead alloy, 
as well as bi-metal, babbitt and 
other types, some of which are 
steel back. 


Timken Roller Bearing Co. is 
showing a line of bearings in 
which its new mirror finish is a 
feature. It also displays a pro- 
filograph used for comparing the 
smoothness of surfaces. Harrison 
Radiator Co. is represented with 
a display of cores, oil coolers and 
thermostats, which constitute its 
chief products, and the Dole 
Valve Co. also displays a line of 
thermostats and several types of 
fittings. 

The Torrington Co. 
Bantam Ball Bearing Co., 
affiliated, have a 
bearings in which the needle type 
is featured, but other forms of 
roller bearings are also shown, as 


now 


are automotive parts incorporat- | 


ing needle bearings now very ex- 
tensively used. 

Continental Diamond Fibre Co. 
is represented in an exhibit fea- 
turing Celoron gears and has a 
special machine for demonstrat- 
ing the superior shock resistance 
of the spoked type as oppposed 
to the solid web type. It also dis- 
plays other laminated and molded 





and the) 


showing of | 





ARCHITECT’S CONCEPTION 
of the office building and the new 
plant of the Argonaut Mfg. divi- 
sion of General Motors Corp. in 
Los Angeles, 


products, including a new trans- 
lucent phenolic sheet for radio 
dials. 

Waukesha Motor Co. has a dis+ 
play which includes its latest 
automotive diese! engine, and 
Hercules Motors Corp. is also dis- 
playing its diesel types. Alum- 
inum Co. of America is showing 
a variety of its cast and wrought 
products in which the popular 
Lynite cylinder heads and pistons 
are prominent and some alum- 
inum-alloy die castings are on 
view. 

The John Warren Watson Co. 
has an interesting display of 
Silenite designed to show its un- 
usual constancy in friction and 
the advantages of its application 
in leaf springs. 

Other exhibits include a show- 
ing of VanDorn electric drills and 
of the several products of the 
Spicer Mfg. Co., such as universal 
joints, transmissions and axles. 


Parts Tariff Debated 


By Ford at Ottawa Meet 


MONTREAL. — Ford Co. offi- 
cials and parts manufacturers 
argued over their respective tar- 
iff suggestions, before the Tariff 
Board at Ottawa this week. The 
Ford proposals involve free en- 
try for a wide range of parts, 
where car manufacturers have 
more than 50 per cent Canadian 
content in their cars, and 25 per 
cent tariff where the Canadian 
content is less than 50 per cent. 
On another range of parts and 
materials a duty of 15 per cent 
was proposed where Canadian 
content exceeded 662-3 per cent 
and 25 per cent where Canadian 
content was less than 662-3 per 
cent. 

Parts manufacturers claimed 
this did not give them enough 
protection, J. C. Armer, repre- 
senting the parts makers, said 
the high Canadian content re- 
quirements were a help to parts 
manufacturers, but coupled with 
low tariffs were an embarrass- 
ment. 


SYMBOL OF SAFE AND 
COURTEOUS driving is this 
medallion of the Buick Safety 
Legion whose members display it 
on the license plate of their cars. 





Work Now in 


Progress 


On GM Los Angeles Plant 


DETROIT. — Contracts for the 
construction of the new General 
Motors assembly plant in Los 
Angeles, announced several weeks 
ago. have been let and prelimi- 
nary work has been started, of- 
ficials here have announced. 


The new plant will be located 
on a tract of approximately 40 
acres at Alameda St. and Tweedy 
Rd., in Los Angeles County ad- 
joining Southgate. It will be 
known as the Argonaut Manufac- 
turing Division of General Motors 
Corp. Pontiac, Oldsmobile and 
Buick automobiles for Pacific 
Coast delivery will be assembled 
in the new factory. 


Has Test Track 


The plant will consist of three 
structures: the factory building, 
the office building and a loading 
shipping dock. In addition there 
will be oil storage and sprinkler 
tanks. An oval test tract three- 
eighths of a mile around will be 
located in the rear of the main 
building. 

The factory building, which will 
face north, will be 560 feet wide 
and 800 feet long. 


The total floor area in the fac- 
tory building will be 541,000 
square feet. The first floor will 
be served by two railroad tracks, 
one entering the building along 
the west side and the other along 
the east side. A balcony floor will 
extend entirely across the north 
and east sides and a considerable 
length through the middle por- 
tion of the building. 

The western portion of the first 
floor and the balcony above it 


will be occupied by the chassis 
assembly departments of the 
plant. The balance of the first 
floor and balcony space will be 
occupied by the body building 
departments. 

The factory building will be of 
structural steel construction, sup- 
porting a _ reinforced concrete 
roof. It will be of what is known 
as daylight construction, the side- 
walls consisting very largely of 
steel sash and glass. Additional 
light is admitted by steel sashed 
windows in the roof monitors. 


Mission Style Office 


The office building will be lo- 
cated in front of and north of the 
factory building. It will be two 
stories in height, 144 feet long by 
45 feet wide. It will be connected 
with a balcony floor of the fac- 
tory building by a bridge. The 
office building will be of rein- 
forced concrete construction in 
attractive mission style. 


Along the west side of the 
property there will be a loading 
shipping dock 50 feet wide by 390 
feet long with crating and wash 
rooms at either end. Oil storage 
and sprinkler tanks will be sta- 
tioned nearby. Large parking 
spaces for employes’ cars will be 
located along the east and west 
sides of the factory building. 


As was previously announced, 
the plant will have an initial ca- 
pacity of between 40,000 and 50,- 
000 cars a year. It is estimated 
that the number of workmen re- 
quired when the factory is run- 
ning at capacity will be about 
1,500. 


Ford V-8 ‘Flivver Plane’ 
Now Under Development 


DETROIT—An experimental 


“flivver plane” powered by a Ford 
V-8 engine has been licensed by 
the Federal Bureau of Air Com- 
merce. The plane is being devel- 
oped and built at the Ford Motor 
Co.’s airplane division in Dear- 
born. 

Henry Ford is reported inter- 
ested in producing a small low- 
priced automobile engine suitable 
for aircraft use. Such an engine, 
it is believed, would greatly re- 
duce the price of small planes 
and put them within the reach of 
the public. 

The new plane, known as the 
Ford Model 15-P, and bearing 
serial No. 1, is a two-passenger 


cabin monoplane. It is equipped 
with dual controls. A cargo com- 
partment aft of the cabin holds 
60 pounds of luggage. 

Thirty gallons of gas are car- 
ried in two 15-gallon tanks, giving 
the plane an estimated cruising 
range of 500 miles. It holds a gal- 
lon and a half of oil. 

The standard improved auto- 
mobile engine furnishes 115 horse- 
power at 4,000 revolutions. 

The plane is licensed for ex- 
perimental and demonstration 
purposes only. 

In June, 1926, the Ford company 
produced its first plane, but the 
idea was abandoned in December 
of the same year as impractical. 








accommodation is in 
the growing tendency of the 
larger and better dealers to take 
to themselves the profits possible 
in body repairs and bumping as 
well as car refinishing. 


Major Service 

In going through this book, it is 
apparent that Chevrolet’s concep- 
tion of the ideal sales and service 
dealership includes much more 
than just quick service opera- 
tions. In all but the three de- 
signs mentioned, each building 
plan calls for major service as 
well as quick service. Chevrolet 
believes that its dealers should 
make every attempt to attract 
the passing customer for quick 
service, but should also take care 
of the regular customer for all of 
his service needs in the same 
building. In fact, it seems to 
frown on its dealers operating 
separate feeder stations, on the 
basis that the success of a dealer- 
ship is, in the last analysis, that 
of able man power, and the aver- 
age dealer has his hands full run- 
ning one plant efficiently and 
properly without dividing his at- 
tention and energy between two 
or more separate establishments. 


The question has often arisen 
as to just what constitutes ade- 
quate tools and equipment to 
service a given number of cars. 


Divided by Class 


Chevrolet tackles this problem 
in this book by dividing dealer- 
ships into four classes. They are 
Groups A, B, C and D, defined by 
car contracts of 251 cars and up, 
101 to 250 cars, 51 to 100 cars and 
26 to 50 cars, in that order. All 
dealers selling less than 26 cars 
per year, it is suggested, should 
have approximately the same 
physical set-up as is suggested 
for the Group D dealers. 


Under each of the groupings is 
listed the ideal tool equipment 
for the dealer who sells the num- 
ber of cars per year falling in 
that group. It is considered 
axiomatic in the service end of 
the retailing of automobiles that 
the better the dealer’s service de- 
partment is equipped with mod- 
ern, efficient tools, the better able 
he is to show profit on service 
work under today’s flat rate 
charges. These rates are based 
upon doing the job in the most 
efficient manner possible, and it 


line with, 


_ AUTOMOTIVE DAILY NEWS, SATURDAY, JANUARY 18, 1936 


Chevrolet Advocates Sales-Service Operation 


New “Requirement Book” 
Urges Customer Contact 


(Continued from Page 12) 


goes without comment that unless 
the dealer is equipped with the 
proper tools for the job he can- 


| not render the service which the 


customer expects. 


Regardless of how good a 
mouse trap one builds today, he 
must tell the world about it if he 
expects the world to come to him 
to buy. Chevrolet asks its deal- 
ers to make their service facili- 
ties known to the public through 
the display of the right sort of 
uniform service signs, and in the 
book is a section devoted to the 
signs suggested for dealer service 
department promotion. Service 
department forms and parts de- 
partment equipment are also 
covered in detail. 


Va. Dealers Plan 


For Increased 


Traffic Safety 


RICHMOND, Va. — (UTPS) — 
Legislative policies of the Virginia 
Automobile Assn. to diminish 
death on the highways were form- 
ulated at the annual meeting of 
the association, held recently at 
the Hotel Jefferson. 


The automobile dealers of the 
state, who were declared by a 
spokesman to be vitally interested 
in new methods for highway 
safety, plans to introduce meas- 
ures in the General Assembly, 
now in biennial session here, look- 
ing toward a reduction of Vir- 
ginia’s heavy accident toll. 


R. Leslie Brown, of Richmond, 
president of the Universal Motor 
Co., and association president, 
served as chairman at the meet- 
ing, which also conducted the 
election of new officers and direc- 
tors for 1936. 


The meeting was held in con- 
junction with the National Auto- 
mobile Dealers’ Assn., which was 
represented here by Edward Pay- 
ton, business consultant and an 
analyst of dealer management; 
John R. Walker, executive vice- 
president of the National Assn. of 
Sales and Finance Co., and Wil- 
liam B. Burruss, business and 
sales analyst. 


Kentucky Dealers Name 


C. L. Balthis President 

LOUISVILLE.—The Louisville 
Automobile Trade Assn., in its 
annual business and election meet- 
ing Monday night at the Kentucky 
Hotel, elected C. L. Balthis presi- 
dent. 

Other officers named _ were: 
vice-president, William Spalding; 
secretary-treasurer, D. W. Haskin, 
and directors, Paul W. Wallin and 
J. R. Weir. 

The election followed a dinner 
at which representatives of the 
32 concerns in the association 
discussed business problems. 


Seattle Dealers Name 


New Board of Trustees 
SEATTLE.—New trustees of the 
Seattle Automobile Dealers Assn. 
selected at the recent annual 
meeting, were A. F. Blangey, A. S. 


Eldridge, E. L. Howard, Fred 
H. Kurz, and S. L. Savidge. Others 
on the board include the new offi- 
cers; August Johnson, president, 
S. S. Sayres, vice-president, W. 
P. Culberson, secretary and Max 
Whitcomb, treasurer. 


Molenske Elected Head 


Of Youngstown Dealers 

YOUNGSTO , O.—E. A. Mol- 
enske, president and treasurer of 
Trinity Motors, Inc., was elected 
president of the Mahoning County 
Automotive Assn. to succeed 
Andrew G. Maguire, retiring 
president, at the annual meeting 
of the association. 

Other officers are: J. D. Roller, 
of the Roller Cadillac Co., first 
vice-president; (re-elected) C. 
Clyde Woods, Vahey-Marsh Woods 
Co., second vice-president to suc- 
ceed D. A. Heindel; James S. 
Taylor, secretary-treasurer (re- 


elected and Miss Elma Mead, as- 
sistant secretary (re-elected). 


Directors are Molenske, Roller, 
Woods, W. O. Strausbaugh and 
Frank Smith, representing the 
city dealers; Milton May, E. E. 
Emery, Frank Ebert. 


Sales by Prest-O-Lite 


Set New High in °35 


INDIANAPOLIS.—More Prest- 
O-Lite replacement batteries were 
sold during 1935 than in any of 
the 22 years since the first one 
was produced, the company re- 
ports. October, the report con- 
tinues, saw more batteries shipped 
than any month in the history 
of the company. 

Improved business conditions 
last year, along with an aggres- 
sive sales campaign and im- 
provements, are credited for the 


THROUGH A MODERN 


WncReh 


NEIGHBORHOOD SALES 


@ Every day brings fresh proof that an in- 
crease in profitable businessinvariably follows 


AND SERVICE STATION 


the problem. Of the 52 prize-winning designs, 
11 were in this classification. 


So that automobile dealers may have a clear 
picture of the current trend in their business, 
the winning designs are now reproduced in 
book form, in full color, and are available 

through L-O-F glass distributors. 
Simply telephone the distributor in 
your city or write us. Libbey-Owens: 
Ford Glass Company, Toledo, Ohio. 


intelligent modernization. 

To crystallize the most competent thought 
on the subject, Libbey-Owens-Ford conducted 
a Modernize Main Street Competition last fall, 
that was entered by hundreds of leading 
architects and designers. Modernizing 
a neighborhood automotive sales and 








service station was a featured part of 


ASK ABOUT THE L-O+F MODERNIZATION BUDGET PAYMENT PLAN 
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SALES AND SERVICE in a modern setting. Chevrolet suggests 
this plan which features lots of floor space for storage and used cars, 
and all the space necessary for repair work. 
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een. Saves Dealers Over Half Million Dollars 


Fast Work of Grou p Results 


In Frustrating Tax Scheme 


BALTIMORE.—Three days be- 
fore the close of the last legis- 
lative session, the General As- 
sembly of Maryland, without a 
public hearing or opportunity to 
amend, passed a bill providing 
for a tax of 1 per cent on the 
total gross receipts of every re- 
tailer engaged in business in the 
State of Maryland. 


Three hours before the close of 
the session, the Automobile Trade 
Assn. selected a bill which pro- 
vided for a tax on cosmetics and 
amended it by striking out all 
after the word “A Bill” and in- 
serted the following: 


72-CC. In addition to the 
charges prescribed by Sec- 
tions 202 and 203A of Article 
56 of the Code of Public Gen- 
eral Laws of Maryland (1929 
Supplement), for the issuance 
of an original certificate of 
title there is hereby imposed, 
and the Commissioner of Mo- 
tor Vehicles shall collect a 
tax upon the issuance of such 
certificate of title at the rate 
of one per centum of the fair 
market value of every motor 
vehicle for which a certificate 
of title is applied for and is- 
sued. The Commissioner of 
Motor Vehicles shall require 
every applicant to supply 
such information as he may 
deem necessary as to the time 
of purchase, the purchase 
price, and other information 
relative to the determination 
of the fair market value. The 
Commissioner of Motor Ve- 
hicles shall remit all sums 
collected under the provisions 
of this section to the State 
Comptroller, who shall pay 
the same into a special ac- 
count in the general treasury, 
to be known as the “State 
Emergency Relief Fund,” and 
disburse the same for the 
purposes and in the manner 
provided in the succeeding 
sections of this Act. 


72-CCC. Registered motor 
vehicle dealers, in making 
their reports and returns to 
the State Comptroller for the 
purpose of paying the gross 
receipts tax imposed by Sec- 
tion 72-CC, shall be permit- 
ted to deduct all gross sales 
of motor vehicles from their 
total gross sales and shall pay 
the said Comptroller the one 
per cent. tax on the remainder 
of their gross sales. 


After a strenuous battle which 
ended in the early morning hours 
of the last day of the session and 
only a few minutes before the 
session actually adjourned, this 
amended bill was passed and be- 
came a law and as a result be- 
came the basis of a number of 
legal attacks which culminated 
last week in being sustained in 
the Superior Court of Baltimore 


City. 


Three Years’ Tax 
Equals Car Cost 


CARSON CITY, Nev. — The 
average Nevada motor car owner 
pays taxes totaling more than 
the value of his automobile every 
three years. Motorists in this 
state are paying nearly 50 per 
cent of the expense of the state 
government, including cost of con- 
structing and upkeep of highways 
in Nevada. Automobile and 
truck owners in this state for the 
fiscal year ending June 30, 1935, 
paid a grand total of $1,410,950, 
according to figures of the state 
controller. This total includes 


$898,639 paid through the four- 
cent gasoline tax, $412,310 in auto- 
mobile licenses and common car- 
rier fees, and an estimated $100,- 
000 in property taxes. 


The average motorist paid $32.73 
in gasoline taxes to the state 
last year. The additional amounts 
he paid through the $5 registra- 
tion fee and property taxes, mak- 
ing the total year amount paid to 
the state $52, according to esti- 
mates of F. N. Fletcher, director 
of the Nevada Taxpayers Assn. In 
addition, he paid $8.16 in federal 
gasoline levies, making the total 
direct taxation on his automo- 
bile more than $60 a year. 


Taxpayers association figures 
give the average assessed value of 
Nevada’s 25,000 automobiles at 
$137,73. In other words the aver- 
age motorist pays almost 44 per 
cent of the assessed valuation of 
his automobile each year in the 
form of taxes. 


ALL RUBBER. Everything in this “rubber” room of the Portage Hotel, in Akron, O., is made of 
rubber. Goodyear Tire & Rubber Co. made the materials for the murals. Approximately four tons of 
rubber were consumed in the construction of the unique cocktail bar alone. 


NEW PASSENGER CAR REGISTRA 


and Metropolitan New York area which are compiled by Sherlock & Arnold. 


GENERAL MOTORS GROUP 


| 9 + 


Figures supplied by R. L. Polk & Co, with exception of New Jersey, supplied by New Jersey Motor List Co., 


CHRYSLER GROUP FORD GROUP 


STATES © 
3 
7358 
3446 
1757 
896 
1667 
_110 
120 
81 
908 
3860 
2553 
1633 
332 
159 
~ 232 
_ 128 
224 
51 


2202 
618 


Chevrolet 


; 

: 

a = 

2185| 3538] 3870| 43! 

855} 1233] 1273) 6 
~ 811] 779f 902; 14 
293} 400] 353 2 
513} 751] 751| 6 
_189| 286 213} 1 14 
51, 88} 92 | | 6) 
15 23 26 26 2| 
276, 425 561; / 613; 84 
104, 140 224 i 310 14 
746, #1151] 1218| — | 1942| 183| 
_ 563) 734 230 1379 99 
96 = 186 31 241 26, 
29 39 39| 8| 139 4 
93| 187] 142) 21| 157| 19| 
84 57 41| 9| .. Bie ‘ 6 
«665 a ~ 109, 31 123 28 


x 
9 
° 
a 


1043 
255 
196) 
68 
173) 
16 
& 3 


°35 
"B4 
"35 
_*34 
35 
34 
"35 
"84 
"35 
'84 
35 
"34 40] 
35 5| 
34] 
35 6! 
*34 3| 
"35 10} 
34 ; 5] 
35 41 
"84 _ 23) 
"35 44! 
84 ae. ae 
35 476| = 
"B4 246 


183} 127 
100} 23 
43} 29) 

28) 11| 
47,18) 
28} 3| 
‘an 


~ Nine States 
for December 


Florida 


163| 

134 
65) 

148| 


Minnesota 


Montana > 


17/ 
10| 
75 
40 


Nebraska a = 


aa 

_ 122 
4, 39) 

a} 7 

23) 65} 

1| 19| _ 

=a. . a 


North Carolina a 


South Dakota 








Utah 


Vermont 
24 31 31 12| 33 2 3 


265, 560| 903] 1051) 140! 177 
6} 41] 188] 208] _—366 45| 32| 61 
20, 237| 326) 627] 446) 124/ 86| 779 
__ 83|_—-:125| — 165] 176 89) 18} 286 
2486| 5422; 8706] 9328| 91) 1678) 1558| 18132 
590| 2369| 3266] 2972| 14| 619) 420| 8318 


NEW PASSENGER CAR REGISTRA 


FORD GROUP GENERAL MOTORS GROUP 


at Ee i|3 
297 J 41772 


183} 7223 13133 


316| 29536] 404! 9220! 8737| 51864 
382] 24851} _—32|_~=(1749| 4206] 34425 
433| 55733| 500| 14755| 13449] 90263 
516| 50796} 153) 4602] 7259] 68288 

75083| 1379] 17661| 16038/117654 
672| 63501 782| 8916) 9612] 89936 
549) anal 1593| 17930] 16058/102421 
683| 57795| 962) 9331| 9237] 88318 
529| 66054 1403! 16421! 14978/106143 
499| 64580! 762) 9190] 9081] $2371 


457| 71226, 1101| 15632| 15208/110324 





1743 

505 

406 

155] 
134| 12614 
32| 6776 


Virginia a 





District of Columbia _ 





Total, 19 States 
_for December 


CHRYSLER GROUP __ 


4 
Sle) ila}s/|4)}3 


a a 
1261| 8978) 24873) 37036] 46306) 115] 46421 
500] 3960] 9679] 14589] 25828] 112] 25940 
1458| 11352| 26886) 42342] 64957| 113] 65070 
284] 5990] 16684] 23213] 28610) 187] 28947 
2583] 17506| 34615| 58987] 94986| 142| 95128 
866| 9657| 30918] 43320] 46200] 178] 46378 
3084| 20302) 42707| 71297] 105479| 192|105671 
1381| 11527| 34295] 50732] 61986] 236| 62222 
°35] 5217| 2957) 20092) 43713) 71979] 93467| 213) 93680] 7082 
84] 8713 1457] 9058] 38291] 47519] 68051| 223] 68274] 5310 
351 4778) 2917| 18693| 40263) 66651] 83273) 159) 83432] 6758 
us 8228/ 1146) 9220] 34118] 47712] 64405) 175| 64580] 8309 
4542| 3057| 18951| 40674| 67224] 83203] 129] 83332] 6700 
8257| 1872] 10031) 38289] 52949] 63205 = 63365] 7951| 400] 67026| 593| 9197| 8618] 93785 
1056| 11839] 11906/ 98113 


3443) 2468] 14888] 32147| 52946] 61590 a canl : 4717| 314] 68281| 1056 

2922) 1885} 8420] 33107 feo 54112 208 54315] 5808] 309] 55507| 446] 8524] 6602| 77196 

=| 3 aa 1761| 7413| 17737| 29195] 43775| 100) 43875] 4479) 290| 48994| 740| 6089) 7427) 68019 

3 2195| 984] 5894] 24551) 33574] 41929] 171| 42100] 4566] 271/ 43003) 9870] 6313| 4697| 59220 

35 1535) 1647| 7719| 16518] 27419] 38311| 106) 38417] 12760| 781| 34869] 1038| 7807| 8037| 65292 
84] 2844) 968] 6919] 22247] 32978] 38652] 183| 38845] 5167] 330] 38084 
35 a 12) 1055| 57379 


1 374| 6342] 4895! 55192 
1350| 15897] 30321| 48696] 56578] 180| 56758] 12612 ~ 1173] 13356] 11409| 96984 
84] 2482] 720| 5495] 18475] 22122] 23284] 186] 23470] 4741] 395] 36799 
35 476 


, ‘ 86) 2 )] 4741) 395) 36799; 360; 4809 __ 8981) 51085 
322| 2486) 5422) 8706 9328] 91| 9419 1678| 134! 12614 121| 2027| 1558] 18132 
06 ase 61 590} 2869) 8266 2972 6776 


972| 14| 2986] 619 on 87| 484) 420) 8318 
24865] 164277|355876/582478 | 781253| 1669|782922 | 77022| 5696/605527| 10877|137190/130669|966981 
11024] 86761|293023/417758 | 519434 4672|015041 


1978|521412 | 59829 4940| 69964] 70921/726267 


a a 

4240 
2738 
3651 
8205 
5393 
4962| 
6952/ 
6453 


ana 


1924 
2363 


450 


35 
*34 
"35 
"34 


January 
. 


February 
255 


35] 4283] 
84] 1879] 


"35 5204 
"84 3529 


March | 
April 
May 
June 
July 
‘38 


"35 
= 


August | 
September 
October 
November | 

~ Total, 19 States 


for December 


~ Total to Date 





= <4 ~~ 26950 





Lowest in 


NEW YORK.—Mack Trucks, | the 
Inc., have entered the low-price 
truck and bus field with a line 
of light Mack jr. trucks and buses 
in seven models, which range 
from a one-half ton truck priced 
at $535 to a two-three ton truck 
priced at $1,035, A. J. Brosseau, 
president, announced today. The 
Junior line will also contain a 
short-wheelbase traffic type 
model. 

The Mack jr. bus models, priced 
from $2,700 complete, are avail- 
able in three designs, including 
two transit type and one con- 
ventional type. One of the tran- 
sit type models will be available 
with a front-mounted engine; the 
other with the engine mounted 
in the rear. The conventional 
type bus will have an engine in 
front. Both trucks and buses in 
the Junior line will be serviced 
through the company’s nation- 
wide network of 76 direct factory 
branches. 

The introduction of this new 
line is a radical departure from 
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| Mack Enters Low Price Truck and Bus Ficld 
as Models Are Priced 


Mack History 


the company’s policy of manu- 
facturing only heavy-duty com- 
mercial motor vehicles and cli- 
maxes 36 years of successful 
truck and bus building. Every 
unit has been proven by at least 
three years of service covering 
all type of work. In many cases 
mileages of 100,000 miles per year 
have been run up by these trucks. 

The one-half ton truck will have 
a wheelbase of 118 inches with 
a gross rating of 4,500 lbs. The 
one and one-half ton truck, with 
a gross rating of 10,000 lbs. will 
be available in 139-inch wheel- 
base, 166-inch wheelbase, and in 
special wheelbases ranging from 
170 inches to 190 inches. The one 
and one-half to two ton truck, 
with a gross rating of 11,500 lbs., 
will be available with 139-inch 
and 166-inch wheelbases and in 
special wheelbases ranging from 
170 inches to 190 inches. The 
two-three ton model, with a gross 
rating of 13,500 lbs., will be avail- 
able in 142-inch and 166-inch 
wheelbases, as well as in the 


special wheelbases ranging from 
170 inches to 190 inches. The 
traffic type, in the two-three ton 
truck, will be 166 inches, with 
special wheelbases up to 190 
inches and a_ special 139-inch 
tractor wheelbase. 

The conventional type bus with 
the engine in front will be avail- 
able in wheelbases from 166% 
inches to 190% inches and will 
seat 21 passengers. Standard 
equipment on this model will in- 
clude oil bath, air cleaner, six- 
volt bus electrical equipment, 
radiator ornament, all _ instru- 
ments, 38-gallon gas tank, two- 
stage springs, six tires and in- 
sulated engine compartment. It 
will have 75 brake h.p. at 2,800 
r.p.m., seven main bearings, four- 
speed transmission, drop type 
frame, hydraulic brakes, and will 
be available in bodies built to 
customers’ specifications. 


The transit type bus with the 
engine in front will have a 
chassis weight of 4,000 lbs. and 
will be available in wheelbases 
ranging from 166% inches to 
190% inches. It will seat 21 pas- 
sengers and its standard equip- 
ment will be the same as on the 
conventional type bus. 

In appearance the new Mack 


TIONS 19 STATES FOR DEC., 1935-1934 


Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. 


Automotive Parts Makers 


Elect New Official Statt 


(Continued from Page 1) 


rector for the Original Equip- 
ment Division; D, W. Rodger, 
vice-president of Federal Mogul 
Corp., Detroit, director for the 
Replacement Parts Division; C. 
C. Bradford, president Eaton 
Products, Ine., Cleveland, di- 
rector for the Accessories Di- 
vision; D. H. Kelly, vice-president 
of Electric Auto-Lite Co., Toledo, 
O., as director for the Electrical 
Products Division; J. Y. Scott, 


Jr. line will be featured by large 
fenders, an abundance of chrome 
plating, a chrome grill, de luxe 
hub caps and bumpers and forged 
disc wheels. 


A feature available on the 10M, 
20M and 30M models will be a 
two-speed underdrive rear axle. 
By operation of a lever in the 
cab the underdrive additional 
ratio of 1.5 to 1 can be brought 
into operation to give ample gear 
reduction for hill climbing ability. 


States previously shown include 


Delaware, North Dakota, Arkansas, Georgia, Idaho, Missouri, South Carolina, West t Virginia, and V and Wisconsin. 
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vice-president Van Norman Ma- 
chine Tool Co. of Springfield, 
Mass., as director for the Shop 
Equipment Division; E. F. Dea- 
con, president of climax Engin- 
eering Co., Chicago, as director 
for the Internal Combustion En- 
gine Division, and W. T. Walker, 
president of the Walker Mfg. Co., 
Racine, Wis., as director for the 
Service Tools Division. 


Officers elected for 1936 were: 
C. C. Carleton, president; Ben 
Hopkins, vice-president; M. C. 
Dewitt, secretary; Dave Rodgers, 
treasurer, and C. O. Skinner, re- 
tained as executive secretary. 


In the afternoon the session 
was addressed by C. O. Skinner, 
who reviewed the activities of the 
organization for 1935, and C. C. 
Carleton, who outlined the pro- 
gram of the organization for 1936. 
Dr. Neil Carothers, director of 
College Business Administration 
of Lehigh University, addressed 
the meeting on the subject of 
“Government Regulation” follow- 
ing which a general discussion 
on business and automotive con- 
ditions of present times was held. 


Studebakers 
Stage Victory 


SOUTH BEND.—In the annual 
Yosemite Economy Sweepstakes 
staged recently in California by 
the Gilmore Oil Co., both the 
Studebaker Dictator and Presi- 
dent defeated all competitors in 
their respective price classes, fac- 
tory officials say. 

The sweepstakes, held under 
AAA supervision, attracted a field 
of 30 automobiles. The competi- 
tion was based entirely upon gaso- 
line consumption with the re- 
sults recorded in ton miles per 
gallon. The ‘mountainous course 
was 352 miles long. 

The Studebaker Dictator six 
won first place it its price class 
with a score of 50.9, figured on a 
per ton mile basis, which, ex- 
pressed in the average motorist’s 
language, means that the car de- 
livered 24.27 miles per gallon of 
gasoline. 

The President Eight rated a 
score of 48.65 on a per ton mile 
basis of 20.34 miles per gallon 
of gasoline. 


Graham Wins 
Yosemite Event 


DETROIT.—A Graham Super- 
charger sedan won the sweep- 
stakes award in the historic Los 
Angeles to Yosemite Valley 
Economy Run, according to the 
findings of American Automobile 
Assn. officials who supervised the 
test. 

News of the Supercharger 
economy victory was disclosed to- 
day by Robert C. Graham, exec- 
utive vice-president, following re- 
ceipt of official dispatches stating 
that gasoline mileages of 26.66 
miles per gallon for the 352 miles 
was scored by the Supercharger 
to win the event. 


Weighed in by AAA officials 
at the start of the test, the Gra- 
ham carried five passengers and 
baggage totaling 4,160 pounds 
over the torturous route, battling 
rain and snowstorms on its way 
into the valley, it is said. The 
Supercharger not only won the 
sweepstakes award in competi- 
tion with 30 other cars, but also 
led in its classification of ton 
mile performance, registering 
55.39 ton miles per gallon of gas- 
oline, it is claimed. The Graham 
Crusader also scored a victory in 
the event by leading its class in 
the run. 





























Year-Long Moment 


market. 






week basis. 


















obtained one-third as much 
broadcast-hour coverage, which 
totals 50,700 broadcasts, or more 
than 12,500 station hours. 


Symphony 

The Pittsburgh Symphony Or- 
chestra, beginning Thursday, Feb. 
6, at 8:30 p.m., EST, over an NBC- 
WJZ network, will broadcast a 
half-hour weekly program for 
the Pittsburgh Plate Glass Co. 
BBD&O is the agency. 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Said to be radio’s greatest advertising campaign, Chev- 
rolet’s Musical Moments goes into a fourth series which 
will carry it into April. Chevrolet now rounds out a solid 
year of broadcasting on 325 stations in every important 
The World Broadcasting transcriptions will be 
heard, in the new series, over 382 stations, on a three-a- 
These stations constitute almost two-thirds 


of all the commercial outlets in the country. World reports 
Tet ocner face Calan 6Ve eee 


pointed N. W. Ayer as its adver- 
tising counsel...Benjamin Eshle- 
man Co., Philadelphia, will handle 
the account of the Lee Tire & 
Rubber Co....J. J. Doyle, national! 
advertising manager of the Day- 
ton Journal and the Dayton 
Herald, has been appointed adver- 
tising manager of both papers. C. 
W. Bolan has been appointed as- | 
sistant manager of advertising of | 
Carter Carburetor Corp., in charge | 
of all product information and to 
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FLOATING AXLE. 


POWER UP, COSTS DOWN, says Chevrolet in its new truck 
poster which went on billboards Jan. 15. 





NBC, CBS and MBS networks were the following automotive 
accounts: 


Appointments 


USL Battery Corp. has ap- 





assist in retail, 
dealer advertising. 


direct mail and 


Advertising Age, from figures prepared by National 
Advertising Records, last week tabulated the leading mag- 
azine, farm paper and radio advertisers during 1935. 


Automotive advertisers among the 150 leaders in magazines are as 
follows: 
1935 1934 
Champion Spark Plug Co.......ceeeeeeee++-$ 218,420 $ 215,555 
Chrysler Corp........ Shae ES PA seb aceekeesc. ee 2,194,684 
including 
Chrysler Sales Corp........... nenees eee. 338,770 374,789 
Pi CML. i iscesnedeeceses's 231,625 145,190 
Dodge Brothers Corp.......cccccscccces 909.021 710,935 
Plymouth Motor Corp.............se08: 959,800 930,160 
Chrysler and De Soto Cars............. saa 14,510 
OEE b.g'b00:0. 0 0'6.00 00.000.00:0:600.0800 61,915 19,100 
MN GOL. 5 ok csecdensccocecccesees eee 940,182 495,245 
including 
Ford Motor Co....... o cccccccccccccccees 872,711 379,760 
BAMOOER BECCOE Cis cc ccccccccccscesceses 67,471 115,485 
General Motors Corp....... peneecas idenee acs eee 4,569,644 
including 
Be TOE PINE: conc cccccnsccncccccseses 115,945 102,718 
YG. oc nos paccacesoneseseess 474,494 350,769 
GCaditias Motor Car Co....cccccccccecess 328,079 206,363 
Gennes PEOGG® C.....ccacccccccesiccese 1,154,277 1,102,820 
Bete BUOOMAMGe CO... .ccvcccccecscccos 8,155 8,980 
eee ee: COOOM.. , wccccconecveceses 19,750 14,830 
i a ccd ee nbeeeedennede ae eee 
Ethyl Gasoline Corp...... ia a aie 6 etl 256,808 428,030 
i Si CN 5 ccc cascahensceeesos 588,300 839,911 
<4 ose canegtanedennseens 482,201 414,106 
General Motors Acceptance Corp....... amen Toe ees 
General Motors Truck Co............... 41,390 22,620 
Inland. Mite, Co......-cccccece AR ne 42,288 35,125 
i CE. oc cccebeeeeoncecness 398,553 351,790 
New Departure Mfg. Co...........++...- 34,808 31,009 
Olds Motor Works........ atin he steak ae 473,800 274,660 
Pontiac Motor Co.......... ‘cp nccbecanane 597,350 366,708 
Sunlight Electrical Co..............+.6.. 11,000 13,625 
I CE CD. «co scccssecceses 14,616 5,550 
General Tire & Rubber Co......ccccccccees 278,998 229,075 
B. F. Goodrich Rubber Co............. coccee «68600 466,900 
Goodyear Tire & Rubber Co., Inc........... 623,950 900,344 
ee OOD CIO CI, oo vs cevecccceseceese 466,875 203,445 
International Harvester Co. of America... 363,810 278,885 
nee BEOEOTS CB. occ ccccccces Lideeiiaakee es 673,278 391,985 
Packard Motor Car Co..... Saacaceas aie 501,745 246,693 
Pennzoil Co........... nceesenesones aaacanees 206.989 205,340 
Perfect Circle Co........... adanabeawenwaae. “ee 102,600 
Pittsburgh Plate Glass Co...... ceeesadcensee. ee 379,625 
I ns ce tena hoenseosenecos aa MO ee 
SN ne alae ala oe ace ee 228,349 228,698 
Socony-Vacuum Oil Co...........eseeeee eee. 635,483 499,517 
ST OE ER ee Sane) Cp wats 
Studebaker Corp........ Fe a ale eee e ie -- 302,810 605,575 
including 
Studebaker Sales Corp....... seas aan a ar 
White Motor Co............. sa weknan soe 12,760 70,855 
a AR Seer 456,218 
including 
Indian Refining Co......ccccsccccscecees 188,270 28,600 
es sa ca chaskaeeene PE Oe 427,618 
Union Carbide & Carbon Corp.............. 336,772 304,103 
including 
Linde Air Products Co.......cccccccece ee oe 6,520 
National Carbon Co....... cteshicedbaese: “ee 280,483 
Prest-O-Lite Battery Co......... sebeeaee 41,320 16,500 
Union Carbide & Carbon Corp........... 600 600 
United States Rubber Co.........sccccsccee 410,470 422,067 


Among the 105 companies spending more than $100,000 in 1935 on 





1935 1934 
Ford Motor Co...... Sedesde Ciwtsesuskeeeen ad $1,928,860 $1,191,577 
including 
SNE PEN: SI 5 o's nb kk 06-0 sede eee EERE OS 1,905,110 1,191,577 
Lincoln Motor Car Co......... peeeeseeeu mee: Or ena 
Genera! Motors Corp........... sautdccstccer . Gaus 1,172,450 
including 
ple Bg Ao: Sa err er cesses . kee ee 150,120 
PONAMEE RGN Ne 6.6 ohh s-9'0:0.6-04:8.684 80 000% 18,016 73,984 
CUMING PEOGUE CRS CON co ccccccccraceee (Sactens 65,000 
CROVEGIEG DROLO COs. 6. occccastececenas 344,691 342,028 
SIOICO MOUANCe. COPD... 6 cccsccevesiess aoe 0t(‘“(<‘é‘“ a! #éC RD 
PRIOd: MEOREN  COONEL, vo ds cd cicieccedbeseen 3,435 7,162 
PT IMEEe SOE cc sc ctdiesecevessivestves 130,481 111,104 
CROENONIE GUUGED, ccicbctodwesecess rrr 279,734 67,584 
Ce Ee VV ONE, 6 icc cb ad ceccceseenene eas ente 120,224 
POMtING MOUS? Cesk 6 ik cckciccdens ve Je 235,244 
Pirestone Tire & Rubber Co... 5 .icccscscccss 496,557 415,163 
UR EME So GaGa padewan i wade scesae ase vebee es 486,304 292,734 
BN EE i vnc choc ecco euecsceees eevee 485,205 530,774 
eee RIOR COUR iiss iccccccscceeseses 425,124 284,818 
Cer HN Geo a ae oa Se vac cawcincosees coos 424,987 385,477 
Shell Oil and Shell East. Petr. Corp....... -- 404,216 208,008 
CORREA PENNE Gio oc Sick vesscencceseees 372,960 367,326 
OE 2 re coos. 868,049 285,353 
BLOWRPH WI OPROE COPD es coi vviccscicccccvisoccs eee a ee 
Johnson & Son, Inc. (polish)..........cceee. 178,314 11,150 
B. F. Goodrich Nubver Co... . cccccscessecs 200,244 83,929 
PP BGO CA is vn vakicnss dedeesensséoes 194,871 94,556 
BReI CPOE Oh oe a hakasdésiew eines beeen 170,272 166,060 
epee Gone Gee CEO: sds a ndsneseeeensceeees 169,138 16,802 
Hudson Motor Car Co.. .....cccccce errr 166,460 225,040 
Socony-Vacuum Oil Co........ccccccce ean wees 136,829 83,463 


These automotive advertisers were among the 50 
paper advertising in 1935: 


1935 
Champion fpark Piue Co... ...ccccccccsesvics $ 84,773 
CRPPNIEF CPR. ia ccccecses Sbietenwiesgaseees 247,403 
including 
Ce EEO. bo Vececanveesbenecsecnnes “- 8,050 
Oe.  ccucenvecenaskene 78,320 
Decee Meter Truck... .ccsccccescece eee 70,290 
I oi os ok. 0h-060.00055002020048> 90,743 
Electric Storage Battery Co...........cceee. 32,301 
Firestone Tire & Rubber Co.........csseees 122,372 
RNIN Saree oe oa sec aanaeee 113,561 
Ce OE Cg cis neice kvapnesneencee 185,560 
including 
ET POCO TOOL ET ETO Tee e 38,445 
CREE ED, ici ca cee soe centarsenas 45,495 
NN I. co eee conbepadenadees tens 49,025 
Mr I. na ca pd dece acecekinncdane 6,639 
AC Spark Fiug Cleaner. ....-ccccccccce 13,664 
OEE ere rer 30,654 
ee nn a ncsesencevenate 1,638 
Buick Car. :....c« lean ata tis cheapo so ‘ éheuees 
MEE cs ce. ce wanaee bee adead neenen 
RN, CON. nn cc cneaesacevacedes eevee 
B. F. Goodrich Rubber Co. 
RE RUOe on cncesencie aw ens 45,600 
Silvertown Truck Tires. ...cccccccescces 2,550 
Electro-Pak Battery........... ee yr re 3,264 
Goodyear Tire & Rubber Co..... teasehaes -- 120,868 
PO, DEORE... csscs obo esasadetaskane 39,160 
Internationa) Harvester Co. of America.... 169,283 
ee Ce Os oo ccendbcdweynnsescasrec’ 50,302 
Socony-Vacuum Oil Co., Inc......ccccccccece 76,975 
Standard Oil Co., Inc........cccee hacvesenes 51,054 
OB eR en ae 35,250 
Union Carbide & Carbon Corp......... aanane 99,973 
United States Rubber Co............... ae 63,864 


leaders in farm 


1934 
$ 87,188 


167,362 


4,500 
59,190 
38,402 
65,270 


26,433 
87,539 
33,262 
147,153 


38,095 
46,780 


ee eeeee 


were eee 


Among all advertisers, General Motors was the heaviest advertiser 


in magazines last year. Chrysler was second. 


In farm papers, Chrysler was the largest advertiser among auto- 
mobile companies, with General Motors second. Among all advertis- 


ers, they ranked second and third, respectively. 

Ford was the largest automotive user of radio last 
eral Motors second, 
fourth and 1ith, respectively. 


year, with Gen- 


Among all types of advertisers, they ranked 


Radio spot advertising by automobile companies last year included 
Chevrolet, Chrysler Corp., Ford and Studebaker. Expenditures are not 
available, but they ranked third, sixth, ninth and 48th, respectively, 


among all users of this medium. 


Plymouth was among the 12 leading users of rotogravure with 78,- 


000 lines chalked up last year. It held 11th place. 


Ethyl gasoline 


used 200,175 lines to get third place and Standard Oil rated ninth with 


106,975 lines. 





ADVERTISING 


Sparks 


(Continued from Page 1) 


is a spark plug that has aided 
materially in its operations. 
* * * 

PRACTICALLY every make of 
car is represented among the 
new NADA officers and the exec- 
utive committee of five. Stanley 
Horner, first vice-president, is a 
Buick dealer from Washington, 
D. C. S, H. Bowyer, second vice- 
president, has Packard and Hud- 
son-Terraplane in Phoenix, Ariz. 
Lou Stewart is a Chrysler-Plym- 
outh distributor in St. Louis, and 
Secretary Herman Wangelin of 
Belleville, Ill, sells Fords. On 
the executive committee J. W. 
Roby handles De Soto, Plymouth 
and Reo; D. E. Williams, Ford; 
A. B. Burkholder, Chevrolet; C. 
H. Touhey, Ford, and J. N. 
Mitchell, Dodge and Plymouth, 


* * * 


JACK FROST, returned as gen- 
eral manager and made execu- 
tive vice-president, has laid out 
a most aggressive campaign for 
this year, with his chief objective 
the used car program, which 
seeks to compel dealers to show 
20 per cent gross profit on their 
used car operations. Frost is 
seeking the co-operation of the 
factories in having the car man- 
ufacturers individually and not 
as a body, so change their dealer 
contracts that the dealer may be 
cancelled out in case he fails to 
get the 20 per cent gross. It is 
something radically new but the 
NADA directors feel that if the 
factories will co-operate in this 
manner that the used car prob- 
lem will be thoroughly licked. 

Frost feels he has made con- 
siderable progress among the 
manufacturers on this point and 
he tells me he anticipates being 
able to announce very shortly 
how the manufacturers feel about 
the proposition. 

” of x 


FROM THE WAY he outlined 
his other plans, it is apparent 
that the NADA is going to be 
quite militant in its pursuit of 
facts and figures as to dealer op- 
erations and be in a position to 
answer all sorts of questions as 
to costs, profits and other inter- 
esting data. It’s a new idea, too, 
that of setting up an Automobile 
Trade Survey Board, made up of 
disinterested representatives of 
big associations like the Ameri- 
can Banking Assn., United States 
Chamber of Commerce and a 
couple of economists from two 
big universities to ride herd on 
the facts and figures after they 
are gathered. 

8 om ” 


OF COURSE a trip to New 
Orleans would not be complete 
without seeing the sights of the 
city, so this writer is duly grate- 
ful for the courtesy shown by 
that gallant gentleman from Vir- 
ginia, E. A. Stephens, head of 
Community Motors and repre- 
senting Pontiac and Buick, for 
the car and driver for the sight- 
seeing trip. That colored boy 
certainly knows his history. 

In the car, too, were the retir- 
ing NADA secretary, John O. 
Munn; Frank Fanning, of New- 
ark, N. J., seller of Hudsons and 
Terraplanes, and Bob McGraw, 
of Wheeling, W. Va., who handles 
Chevrolets in a big way. We saw 
everything, including the grow- 
ing grass of an early January, 
which brought forth a faux pas 
from Munn, who innocently re- 
marked: “Just imagine grass 
growing 24 hours a year.” 


International Host 


ST. LOUIS.—The International 
Harvester Co. was recently host to 
its McCormick-Deering and Interna- 
tional truck dealers in the Louisville 
branch at a sales meeting and lunch- 
eon. R. A. Burdette, branch man- 
ager, welcomed the 120 visiting 
dealers and Chicago officials present. 

Those participating in the dis- 
cussions were: R. E. Butler, sales 
manager of the southern district; 
C. A. Keller of the Keller Mfg. Co., 
Corydon, Ind.; C. V. Holman, sales 
manager dairy equipment; R. M. 
McCroskey, sales manager tractors; 
C. H. Zirckey, sales manager tillage 
implements, and W. C. Schumacher, 
special motor truck representative. 
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Motor Averages 
Gain Slightly; 
Tire Stocks Up 


By C. J. ALEXANDER 


NEW YORK. Investment 
trusts increased their holdings of 
automotive stocks in the latter 
part of 1935, according to reports 
of a number of important invest- 
ing companies for the end of the 
year. This renewed buying of 
motors followed a reduction in 
holdings of this type of securities 
during the first half of the year. 


One of the most important re- 
ports issued thus far is that of 
Lehman Corp., which added sub- 
stantially to its holdings of auto- 
motive issues during the last six 
months of 1935. Included in the 
portfolio as of Dec. 31 were the 
following: Borg-Warner, 4,000 
shares, as against none on June 
30, 1935; Briggs Manufacturing, 
8,000, an increase of 4,800; Camp- 
bell, Wyant & Cannon, 8,200, up 
4,600; Chrysler Corp., 23,500, an 
increase of 500; Electric Auto- 
Lite, 5,000 shares, an increase of 
5,000; General Motors, 36,136, up 
13,636; Goodyear, 10,000, up 2,000; 
Libbey-Owens-Ford, 2,500, a gain 
of 2,500; Timken Roller Bearing, 
4,500, a reduction of 500 shares; 
Waukesha Motor, 3,150, an in- 
crease of 3,150 shares. 


National Investors companies 
increased their automotive hold- 
ings slightly in the final quarter 
of the year. Fourth National re- 
ported 18,300 shares of Chrysler, 
as against 17,800 on Sept. 30. 
Third National reported 3,600 
shares of Chrysler, comparing 
with 3,500 and 7,500 shares of 
General Motors, as against 7,300. 
Second National cut its General 
Motors from 6,700 to 6,500 shares. 


G. M. Shares Up 


Incorporated Investors reported 
41,000 shares of General Motors 
at the close of the year, as 
against 40,000 on Sept. 30 and 
8,000 shares of Timken Roller 
Bearing, comparing with 6,000 
three months earlier. 


American General Corp. began 
business on Nov. 23, 1935, as a 
consolidation of United Founders 
and seven subsidiaries. It re- 
ported as of that date the follow- 
ing automotive holdings: Bendix, 
2,500 shares; Borg-Warner, 8,500; 
Briggs Mfg., 4,000; Briggs & 
Stratton, 2,000; Chrysler, 8,500; 
Eaton Mfg., 5,000; Electric Auto- 
Lite, 7,000; Electric Storage Bat- 
tery, 8,000; General Motors, 
14,000; Libbey-Owens-Ford, 14,000; 
Mack ‘Trucks, 2,000; Midland 
Steel Products, 1,500; Motor Pro- 
ducts, 1,500; Nash, 5,500; Ray- 
bestos-Manhattan, 2,500; Timken 
Roller Bearing, 4,000; L. A. Young 
Spring & Wire, 3,000. 


General American Investors re- 
ported the following holdings at 
the end of the year: Borg-Warner, 
3,000 shares; Briggs, 5,000; Camp- 
bell, Wyant & Cannon, 2,000; 
Chrysler, 20,000; General Motors, 
20,000, and Timken Roller Bear- 
ing, 3,000. 


American European Securities 
held 6,600 shares of Ford Motor 
of Canada Class A stock and 
1,000 shares of Timken Roller 
Bearing. 


Thompson Products, Inc., has 
filed with the SEC a registration 
statement covering $1,000,000 of 5 
per cent convertible preferred 
stock to be offered to holders of 
the old preferred in ratio of 1.1 
new shares for one old. Old pre- 
ferred not exchanged will be 
called at $110. 


It was reported that Electric 
Auto-Lite might not resort to the 
financing which had been con- 
templated. 


Nash Dividend 
Nash declared a dividend of 25 
cents on its capital stock, payable 


Feb. 1 to stockholders of record 
Jan. 18. A similar amount was 


paid three months ago. Modine 
Mfg. declared 50 cents on its com- 
mon, payable Feb. 1 to stock of 
record Jan. 20. The last previous 
quarterly payment was only 25 
cents. Tung-Sol Lamp Works de- 
clared an initial dividend of 9.9 
cents a share on its 80-cent pre- 
ferred, payable Feb. 1 to stock of 
record Jan. 20. 


Failures among manufacturers, 
wholesalers and retailers of auto- 
mobiles, supplies and accessories 
declined to an all-time low in 
1935, according to Dun & Brad- 
street. The sharpest drop from 
1934 occurred among the manu- 
facturers. The money loss in the 
first ten months of 1935 amounted 
to $3,169,000, as against $5,099,000 
in 1934 and $23,733,000 in 1930, 
when failures were at their peak. 


Automotive stocks were gener- 
ally higher in the week ended 
Jan. 15, the period covered by the 
ADN averages, until the heavy 
selling late Wednesday. Day to 
day movements prior to Wednes- 
day were irregular. Among the 
individual stocks to make new 
highs for 1935-36, during the 
period, were: American Chain, 
E. G. Budd, Eaton Mfg., Federal 
Motor Truck, Goodrich, common 
and preferred, Goodyear, pre- 
ferred, Motor Wheel, Packard, 
Reo, Spicer, Studebaker, Thomp- 
son Products, Timken-Detroit, 
United-Carr Fastener, White Mo- 
tor, Yellow Truck & Coach. 


Averages Gain 


Automotive Daily News stock 
price averages for Jan. 15 com- 
pared as follows with a week 
earlier and a year ago: 
This 
Week 
39.52 
41.41 


37.34 
21.06 


Year 
Ago 
22.17 
22.63 
21.76 
16.82 


Week Change 


+0.02 
+0.02 
—0.41 


+0.17 


24 Motors 

10 Car-truck co’s.. 

10 Parts-accessories 37.75 
4 Tire-rubbers ...*20.89 
* Revised. 


Ability of the car and truck 
stocks as a group to register a 
small gain in average was due 
largely to the strength in Pack- 
ard, which more than offset the 
fractional losses for the week in 
General Motors and Chrysler. 
Tire stocks made a new 1935-36 
high as buying in this classifica- 
tion continued. 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


NEW YORK, Friday, 3:30 p.m.—Trading in motor stocks 
quieted down today in an irregular market. Among the most 
active issues were Packard and Yellow Truck, with price 


changes limited to fractions. 


The market for automotives 


appears to be marking time until the production outlook for 
the immediate future becomes more clear. 


Bohn Aluminum Foundry 


Breaks World Records 


DETROIT.—All world records 
for the production of aluminum 
castings were broken by the 
foundries of the Bohn Aluminum 
and Brass Corp., which produced 
over 40,000,000 pounds of alumi- 
num castings during 1935. As a 
result Detroit now has the biggest 
aluminum foundry in the world. 
These statistics were part of a 
talk by Charles B. Bohn, presi- 
dent, to members of the Bohn 
sales organization who have just 
concluded a sales meeting here. 


According to Bohn, strides were 
made in all departments of the 
non-ferous metal business in which 
the company is engaged. The 
Bohn company is the world’s 
largest producer of aluminum 
pistons. During the past 10 years 
this company has turned out over 
57,000,000 aluminum pistons of 
which it is estimated that 465,- 
000,000 are still in operation. 


The Michigan Smelting and 
Refining Co., which is a Bohn 
subsidiary, during 1935 increased 
their sales of non-ferrus ingot by 
approximately 70 per cent. 


Business on brass screw ma- 
chine rods materially increased 
as compared with 1934. Other 
items showing increases during 
the year were extruded aluminum 
and brass shapes and brass forg- 


ing rods. It was found necessary 
to increase the capacity of the ex- 
trusion plant 25 per cent during 
the past year. The architectural 
trade absorbs the greater part of 
the extruded shape output. 


The Bohn Aluminum and Brass 
Corp. claims to be the only com- 
pany which makes all types of 
automotive bearings including 
steel and bronze-backed babbitt, 
copper-lead, cadmium-silver and 
cadmium nickel, Incidentally, the 
number of bearings turned out 
in 1935 from a volume standpoint 
was greater than ever in the 
history of the Bohn company. The 
heavy-duty bearing business is 
particularly increasing with many 
installations noted for such 
organization as Caterpillar Trac- 
tor, International Harvester, etc. 
Installations are shortly to be 
made on the new railway journal 
bearing which will be tried ex- 
perimentally by some of the lead- 
ing railroads on the more difficult 
runs. The new bearings have an 
estimated life of better than 
150,000 miles as compared to the 
normal 15,000 miles maximum for 
previous types of journal bearings. 
They are materially lower-priced 
than the roller bearings and tests 
so far show that they save 
materially not only in installation 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JANUARY 17, 1936 
(Furnished by Wm. ©. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Last Sale 
Jan. 17 Jan. 10 


1936 
High 


Last Sale 


NEW YORK Jan. 17 Jan. 10 





American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 
Bethlehem Steel 


Budd Mfg. 

Budd Wheel Co. 
Chicago Yellow Cab (1) 
Chrysler 

Clark Equipment 
Cleveland Gr. Br. 


Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours ... 
Betets BOs, ccccccccccece 
Electric Auto-Lite 


eeeeeeees 


Allis Chalmers Mfg. ..... 


38 

334. 
322 
44 

22% 
53%, 
54 

68, 
52% 
10% 
12% 
25 

90, 
24 


29% 
3142 


Nash 


Ludlum Steel 
Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 
Motor Products 
Motor Wheel 


257% 
3042 


22% 


Pacific Mills 

Packard 

Raybestos Manhattan 

Reo Motor 

Republic Steel Corp. .........++ 
Socony Vac. 


Sparks-Withington 

Spicer Miig. ....cccccccccccecs 
Stewart-Warner 

Studebaker 


Thermoid Co. 


weer eeeee eeeeeeee 


Thompson Products .... 
Timken-Detroit Axle 


Timken Roller Bearing 


U. S. Industrial Alcohol ... 

U. S. Rubber 

Westinghouse E. & M. 

White Motors .........seeeee ee 
Yellow Truck 

Young Spring & Wire ........ 


CHICAGO 


Asbestos Mfg. . saa 
Bendix Aviation ...... eencccese 
Borg-Warner 

Houdaille-Hershey B 

Modine Mfg. 


Pertect Circle 


weer eeeee eeeeeee 


Pines Winterfront 


DETROIT 


Ex-Cell-O Aircraft & Tool 


Libbey-Owens-Ford Glass ....... 


Federal Mogul 

Hall Lamp Co. ......e++s 
Hoover Stee! Ball 

Motor Wheel 


and maintenance cost but actually 
have far less friction than the 
roller bearings at operating 
speeds. 


The Bohn company’s business 
in fields other than the automo- 
tive has extended considerably 
during the year, according to in- 
formation disclosed at the sales 
meeting. A number of lawn mower 
parts are now being made of 
aluminum, such as wheels, side 
plates and the cross cutter bars. 


The sales meeting was attended 
by Bohn representatives from all 
over the United States and repre- 
sented an array of industries. 
All territories reported not only 
material gains for 1935 but an 
even better outlook for 1936. 


Thompson Products Co. 


Capital Plan Approved 


CLEVELAND.—Stockholders of 
Thompson Products, Inc., have 
approved the proposed recapital- 
ization plan designed to replace 
the 7 per cent preferred issue 
with a 5 per cent issue and in- 
crease common share authoriza- 
tion. 


There will be created, under 
the plan, 10,000 shares of 5 per 
cent prior preference stock with- 
out par value which will be ex- 
changed for the outstanding 7 
per cent preferred at the rate of 
1.1 shares of new for each share 
of present stock. The new prior 
preference stock will be con- 
vertible into common at $100 a 
share for the prior preference 
and not less than $30 a share for 
the common and will be callable 
at $105 and accrued dividends. 


Common stock will be increased 
from 300,000 to 500,000 no-par 
shares, the added shares to be 
held for conversion by prior pref- 
erence holders with common hold- 
ers waiving their pre-emptive 
rights to purchase or have offered 
to them any additional corhmon 
shares. 


Any of the new prior prefer- 
ence stock not taken up by hold- 
ers of present preferred will be 
sold to underwriters at not less 
than $96 per share. It is under- 
stood that Mitchell, Herrick & 
Co. will participate in underwrit- 
ing the issue, although final de- 
tails regarding this point will be 
filed in an amendment with the 
SEC. The underwriters also will 
be paid not more than $2 for 
each share of prior preference 
stock issued in exchange for the 
outstanding preferred. 


Sterling Has Profit 


MILWAUKEE. — Sterling Motor 
Truck Co., Ine., and _ subsidiary, 
Sterling Motors Corp., had profit 
for the year ending Oct. 31, 1935, 
compared with large losses the two 
preceding years. The firm’s annual 
report showed a consolidated net 
income of $73.46 against loss of 
$42,000 in the preceding year and 
$175,000 in 1933. 


Net sales of $1,960,218 were re- 
ported and cost of sales, exclusive 
of depreciation, was given as $1,488, 
803. Gross profit was $471,415. Net 
profits before depreciation came to 
3,757. Depreciation was $28,349. 


Miscellaneous income included $21,- 
241 in dividend received from La 
France-Republic Sales Corp., now in 
liquidation. Current assets of $961,- 
832 compared with current liabilities 
of $366,786. 


Good Start 


KENT, O.—Twin Coach Co. is 
starting the new year with approxi- 
mately a half million dollars of 
business on its books. F. R. Fageol, 
president, said this week that the 
company aims to produce about four 
buses a day and it has orders for 
about 70 buses. These buses aver- 
age about $7,000 each. The com- 
pany is changing its common capital 
from 8,000 shares of no par to 838,- 
000 shares par $1 and plans to 
apply to list the shares on the New 


York Stock Exchange. 





Reprinted From 
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1936 is going to be a big year for the automobile manufacturers—and 
a big year for Bohn, who is supplying a large portion of the pistons 
so prominently featured in motor car specifications, 


@ Bohnalite Pistons are superior in design and construction 
and greatly increase the performance of the many cars so equipped! 


@ Bohn automotive products—Bohn- 

alite Pistons, Bohnalite Cylinder Heads, THE TREND TO 
Ring True Bearings—are engineering 

achievements you should insist on in AL e M N e AM 
the car you sell—or buy. 4 oe, 


NELSON 
BOHN ALUMINUM & BRASS CORPORATION 


Executive Offices—Lafayette Building — Detroit 
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CHIEF PONTIAC by Jerry Farnsworth, N. A. 


Painting presented to Pontiac Motor Co., on its anniversary by citizens of Pontiac. See story page 5 


1926 Pontiac 10th Annibersary Edition 1936 





ON THE EVENT OF TTS 10™ ANNIVERSARY 


Pontiac, we salute you. In the brief span of ten 
years you have developed into one of the great 
automotive successes of the age. qIn building 
the new Pontiac you have, we know full well, 
done everything possible to build quality and 


UNITED STATES 


RUBBER 


safety into every integral part. qThat you 
have, for eight successive years, seen fit to select 
U.S. Royal Tires as original factory equipment is 
indeed a gratifying endorsement of U.S. Tire 


quality. q@Again we say, Congratulations! 


COMPANY 


UNITED STATES RUBBER PRODUCTS, INC. 





